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National No. 810 Garage Door Holder 






































Prevents Garage Doors from Damaging Cars 


Every garage door which swings on hinges should be equipped with a NATIONAL 
NO. 810 GARAGE DOOR HOLDER. Call it to the car owner's attention when making 


sales. 
It is necessary equipment which performs a vital service to him. It holds the doors 
securely open and prevents them from swinging into the car and damaging it when 


entering or leaving the garage. 
Made throughout of heavy gauge steel and amply strong enough for any door. 
Then it’s packed the NATIONAL way, one pair in a package, complete with screws and 


directions for attaching. 
And remember the NATIONAL way of doing business, direct-with-the-dealer. 


This means quicker service and a larger margin of profit. 


National Mfg. Company 


Sterling, Illinois 
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fficiency Sells Electrical Appliances 
The Housewife Is Always Looking for Some 
Means of Shortening Her Working Hours and 
Electricity Has Solved the Problem for Her 


HE first and foremost reason 
fh why electrical appliances for 

the home sell is that they do 
the work. 

The second is equally strong, for 
“the work” means almost all the 
things which the housewife of to- 
day dislikes most. 

Add to this that whatever is done 
electrically is done better and 
quicker than it could be by hand, 
and there needs no further reason 
for the enormous and constantly 
increasing use of electrical appli- 
ances in the home, although it 
would be easy to quote plenty more. 

Electricity has not only light- 
ened the work of cooking; it has 
made it so light and easy that the 
electrical meal is an accepted fact 
in every possible kind of dwelling 
place. 

Elegance and leisure use it for 
little luxuries and items of social 
event. What is so delicious as 
marshmallows toasted on the elec- 
tric grill? No burnt fingers, no 
messy spluttering. Each one done 
to a turn. School and college girls 
have found this out and the trunk 
packed with such loving care is sel- 
dom without an electrical outfit for 
fudge or some other girlish delight. 


Especially for Breakfast 


Electricity is especially popular 
for the light and hastily eaten 
dishes of breakfast. Many a farm- 
er’s wife has found this out and 
instead of getting up at some un- 
heard-of hour to prepare breakfast, 
simply turns on the current and has 
it ready in no time in the shining 
efficiency of the electrical table 
outfit. Crisp toast, fragrant coffee, 
eggs, bacon and whatever else any- 


By EDITH HALLOCK OLIVER 


jone wants. Even the time-honored 
ibuckwheat cake has fallen into 
line and is at its very best when 
served fresh and hot at the table 
from the electric griddle. 

In the realm of electrical appli- 
ances there is a great opportunity 
for economy through a knowledge 
of the appliances themselves and 
also of the use of the current. 


Troning im com 
fort 


along 


instead 
side 


hot stove 


There is no better selling talk for 
the dealer than a knowledge of the 
little points in using table or 
household devices run by electrcity. 
For example: in using the grill for 
breakfast suggest to the customer 
to put the bacon underneath in the 
deep pan while the eggs fry, poach 
or scramble in the shallower one 
atop, which itself is covered with 
the griddle on which rests the toast 
or the hot plates. 

Also impress upon her the real 
economy of waiting until she is 
ready before pushing in the plug. 
Electricity heats at once; she does 
not have to wait while the fire 
burns up, and every minute that 
the appliance is not cooking some- 
thing it is wasting power—and 
money. It will do much, too, to 
impress her with its immediate effi- 
ciency to speak also of the pres- 
ence of the current waiting for the 
simple action of pushing in the 
plug. 


As to Ironing by Electricity 


In the mind of the housewife 
ironing is divided into two distinct 
sorts. There is the regular wash 
to be ironed, with its many pieces, 
and there is the occasional piece in 
between the regular washings. 
There is also a third occasion for 
the iron and a very important one, 
perhaps after all the one in which 
the electric iron makes itself most 
strongly felt for the practical util- 
ity which it gives. This third oc- 
casion is the blouse collar and cuffs, 
handkerchief or what not, required 
in haste or because the supply of 
the article is limited and the same 
one must be laundered and worn 
constantly. 
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Marshmallows are toasted to a perfection for the afternoon party 


To the woman accustomed to the 
old range heated iron, the use of 
an electric one will be a revelation. 
Impress upon her first the fact that 
there is absolutely no preparation 
necessary, but also take this oppor- 
tunity of impressing upon her the 
necessity of pulling out the plug 
instead of turning off at the top 
socket. 


Two “Don’ts” for the Electric Iron 


There are two points which 
should be emphatically impressed 
on the customer who buys an elec- 
tric iron. These points are small 
in themselves and one of them at 
least would seem to be apparent 
that it need not even be mentioned, 
and yet it is a fact that many and 
many a fuse is blown out through 
turning off at the socket instead of 
pulling out the plug, and also that 
many and many a fire is started 
through leaving the current turned 
on and the iron setting fire to the 
cloth of the board. 

In selling electrical appliances to 
women one of the strongest in- 
fluencing factors in clinching the 


sale is the impression of thorough 
knowledge on the part of the sales- 
man. There is something uncanny 
in the ease and efficiency of the 
electrical household appliance af- 
ter the slow and laborious process 
by hand. The woman accepts it, 
but very often as something rather 
mysterious, and if the dealer speaks 
from a thorough knowledge of its 
working it will do much to impress 
the customer. 


Why Electrical Appliances for the 
Home Sell 

Electrical appliances for the 
home sell because they make it pos- 
sible for the housewife to perform 
necessary work quicker and better 
lthan it could be accomplished in 
‘any other way. They sell because 
they are actually and thoroughly 
practical. Beauty of design and 
finish, attractive points and fea- 
tures of every sort, are excellent in 
‘their way and do a great deal to 
make display have pull, but after all 
is said and done not one of the 
merely attractive points in any 
household appliance would stand by 
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itself in making sales or building 
up permanent trade. The house- 
wife likes beauty wherever she can 
get it in the tools she has to work 
with. 


BUM HEAL ct 


THIS IS ALL SQUIBBS 


LOST 
Everybody in the hardware 
business knows Henry A. 


Squibbs, the genial representa- 
tive of the American Steel & 
Wire Co., Chicago. Squibbs has 
attended the State and National 
Hardware Conventions with 
such regularity that his absence 
on the opening day causes com- 
ment. 

Recently Henry treated him- 
self to a new Chandler car with 
all the fixings. Also he planned 
extensive tours and fifty-two 
week-end vacations. Some of the 
short trips materialized, but the 
balance of the schedule has been 
interrupted. Squibbs now has a 
perfectly good frame work on 
which to build a car, and retains 
a bunch of pleasant memories. 

In a recent letter to N. M. 
Hunter, Jamestown, Ohio, he 
tells the story as follows: 

“T have just received your let- 
ter of the 20th inst. I have de- 
layed writing you with refer- 
ence to my car as I don’t know 
where I am at. 

“The Chandler was stolen five 
weeks ago by a bunch of auto- 
mobile bandits who used it for 
stick-up jobs around the sub- 
urbs of Chicago for ten days 
and then abandoned it in a 
swamp in the outskirts of the 
city. 

“The police picked it up about 
two weeks ago. It was the 
worst looking wreck you ever 
saw. All that was left was the 
chassis, engine and top. They 
stripped it of the following: 

“Five tires, radiator, gas tank, 
rear and back lights and brack- 
ets, carbureter, battery, vacuum 
tank, magneto, wiring, plugs, 
bulbs, tools, rims and every- 
thing else that could be de- 
tached. 

“The top seems to be in good 
shape outside of the hood and 
two fenders which were 
smashed.” 

That is all Squibbs lost. 

No arrests have been made as 
yet, but it is said that Henry 
suspects a certain coterie of 
Chicago baseball players. 


















Every Person That Comes 
Whether He Knows It or Not—Convineing the 


by the newspaper man, the 

country over—in the city and in 
rural districts—tells us that automo- 
biles, chickens, tools, household pos- 
sessions and innumerable other 
things belonging to man are fre- 
quently taken from him, in his ab- 
sence from the spot—quite without 
his knowledge or permission, by care- 
less persons whose thoughtless inten- 
tions lead them to forget the differ- 


Cir te history, as turned out 


The Possibilities of Padlock Profits 


Into the $ 


By A. H. VAN VORIS 


(and careless) enough to assume that 
all other fo'ks are just as honest as 
we are. 
Padleck Possibilities 

All of these unpleasant facts ‘and 
they are facts altogether often 
these days) lead us to the hardware 
man and the padlock department. 
Can’t we make a little extra push on 
padlecks this fall, serve our custom 
ers to their own advantage and boost 


too 


Store Needs a 


Loek 
Customer 


padlocks! 
The purchase of a padlock or two 
isn’t going to ruin the pocketbook of 


his assortment of good 


the customer, nor will it make the 
dealer so overburdened with currency 
that he must rush to the bank 
tween sales. However, the very fact 
of its many uses naturally puts it in 
itself so sales de- 


be- 


far as 

velopment is concerned. 
Like all merchandise 

worth selling at all, it is 


a class by 


which is 
worth sell- 

















Grouping doo 
ence between “mine and _ thine.” 
Money and valuables have even been 
known to disappear overnight—all of 
which reminds us to give heed to the 
schoolboy fable of the man who didn’t 
lock his stable door until the horse 
was stolen. 

None of us care to find ourselves 
in the position of the unhappy indi- 
vidual who awakens some fine morn- 
ing to find his garage doors flapping 
in the wind and to face the hard 
reality that the family car is now 
wheeling it, miles away, for some 
crooked paint shop, whence it will 
enter the highways in a new and un- 
known garb. 

If we happen to live in the country 
we don’t want to find an empty 
chicken roost, a depleted woodshed, 


a vegetable cellar or granary bare of 
most of its contents some morning, 
just because we have 


been honest 





vobs and locks togetha shows the neces 
the sale of padlocks from our own 
store? We have the padlocks, the 
night latches, the rim and mortise 
locks, the inside door sets and the 
handsome brass and copper finished 
front door outfits, but of the entire 
lot the biggest sales possibility lies 
in the padlock. 

Nearly every customer of the hard- 
ware store is a good prospect for the 


purchase of one or more padlocks. 


This may even mean the man or 
woman who is too frugal to spend a 
dollar to save a hundred. There’s 
searcely a man, woman or boy who 
hasn’t an absolute necessity for one 
or more padlocks. It’s up to the 


hardware man to bring this necessity 


to their minds. They’ve always 
needed it but never knew it. How 
many times that is the case and it 


he dealer to develop this 
for increasing sales of 
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remains for t 
opportunity 


ssity 


for the latte 

ing well, and to ring up the largest 
number of sales, the product must be 
thoroughly advertised. Newspaper 
space, calling attention to the many 
uses of the padlock, is very likely to 
make an appeal to some of its read- 
ers. Perhaps they never thought of 
the thousand and one every-day 
places where a padlock will make 
yood. Perhaps to them a lock meant 
something to make secure a house, 
barn or garage, and beyond that the 
word was not in their vocabulary. 


All Year Round and Everywhere 


Have we ever thought what an all- 
the-year-round sales developer we 
have in the padlock? Spring, 
mer and fall in the country, and the 
entire vear in the city present a very 
complete period for running up sales 
with autoists—just long as the 
auto runs. If you happen to own a 


sum- 


as 
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car and you think quite a lot of that 
car of yours, just stop a moment and 
consider how you would feel if you 
left it at the curb one fair day—se- 
curely parked, as you thought—and 
you went to the movies.- By and by 
you returned to your car—but, no, 
an empty space in the street marks 
its erstwhile position. If it was not 
equipped with a switch lock, who is 
to blame, or even if the switch was 
locked and the key in your posses- 
sion and some clever thief knew how 
to cut it out by grounding the wires 

who is to blame? You’re going to 
be mighty sorry that you neglected 
“to lock the stable door before the 
horse was stolen 

In other words, if you had read 
the newspapers and magazines, with 


e, 
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field is as wide and varied as are the 
possessions of man. Nearly every 
car to-day has a spare tire or two 
fastened in the rear or on the run- 
ning board. Every spare tire on 
every brand-new car and on every 
groaning ten-year-old offers a sales 
opportunity for a chain and padlock. 
It is not the idea that all or any of 
these auto accessory locks are abso- 
lutely infallible—the open and visible 
security of the lock is the feature to 
impress upon the customer. The 
merit of some of these devices is so 
thoroughly recognized by insurance 
companies that the rate of theft in- 
surance is decreased when they are 
present. Is it not human nature for 
an auto thief to say to himself: 
“What’s the use—why should I try to 





L.VAN VORIS, Cobleskill, N. v. 





This ad sends home 


the “stop, look and listen” 
the owner who values his possessions, 
you might still be driving your car 
if you had only followed out that 
momentary intention of buying that 
gear shift lock which set your lever 
firmly in neutral and held it there un- 
til unlocked; you might have applied 
a spinning or a non-steering lock to 
your steering gear; you might have 
locked a shackle and spike to your 
tire—you might have saved your car. 
Alas for Miss Opportunity, who did 
not “sic” some livewire hardware 
man onto you when you went into 
his store to buy a pair of pliers or a 
can of cup grease. 

Since our readers are the hard- 
ware men of the above imaginary 
tale, and the public the unfortunate 
owner who handed his car over to 
the auto thief, perhaps herein lies 
food for more sales in the auto ac- 
cessories department, for the padlock 


attitude of 


the story of the padlock 


steal this car when it is locked up; 
there are so many others with no 
locks at all?” His chances for de- 
tection are so much greater if he has 
to work around a lock. It’s only hu- 
man nature, and we can take advan- 
tage of it as well as the other fellow 
and turn it to our profit. 


Locks for the Farm 


Our hardware man of the smaller 
community serves the farmer in more 
of his daily requirements than any 
other merchant. Harvest season is 
here and the barns and granaries will 
soon be filled against the winter sea- 
son when Nature takes a rest. Every 
one of these offers a good abiding 
place for a strong hasp and padlock 
because every community has, in ad- 
dition to its thrifty and hard-work- 
ing farmers, a few shiftless and lazy 
rascals who sleep during the worka- 
day hours and try to collect that liv- 
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ing which they seem to think the 
world owes them, during the night. 
Sound sleep wraps the household in 
peace, watch dogs can be silenced, 
but the presence of that firmly 
shackled padlock may save bushels of 
grain or cellar vegetables and leave 
a disappointed midnight prowler 
“outside, looking in.’”’ Why not call 
the attention of your farmer custom- 
ers to these unpleasant possibilities 
and save them, too, the unhappy ne- 
cessity of “locking the stable door af- 
ter the horse is stolen’? This isn’t 
fiction, either—haven’t you made 
many a sale of a padlock to the 
farmer who had neglected to lock up 
his produce until part of it had been 
stolen during the night time? 

How about the schoolboy or the 
factory worker who rides back and 
forth from home every day on his 
bicycle? Isn’t he a prospect for a 
bicycle padlock, so that he may be 
assured that his wheel will be where 
he left it in the morning, when he is 
ready to go home at night? Shouldn’t 
we think of him when outlining a 
sales plan for selling more padlocks 
this fall? 

Boats and canoes are too fre- 
quently “borrowed” (not stolen, only 
“borrowed”), but how extremely an- 
noying is the feeling when you go to 
the beach or boat house for your boat, 
in order to cross to the other shore, 
only to find that someone else has 
been there first. Perhaps, after an 
hour’s hunt, it may be located over 
there on the other bank, or adrift in 
an inlet out of sight of camp—maybe 
only the prank of a mischievous 
youngster, but nevertheless exasper- 
ating. 

The writer made a sale of some 
heavy cable chain and a very good 
padlock not long ago, to a farmer 
whose rowboat had been “borrowed” 
by some fishermen and left on the 
opposite shore from where he was 
accustomed to leave it. It was a walk 
of two miles around the road to the 
place where the fishermen had so 
kindly left his boat. We were able to 
convince him that the heavy cable 
chain with the substantial brass pad- 
lock offered the greatest opposition 
to a repetition of the performance; 
he bought the outfit, went away sat- 
isfied and we made a fair sale. I be- 
lieve he came in for an oarlock and 
the rest of the sale was, a suggested 
one, which shows only one trivial in- 
stance of the possibilities of the line. 


Security Against Night Prowlers 


The camper must have his food 
box, the same as the householder has 


his refrigerator; both of them are 
more pleased to open up the day with 
the contents intact than to find that 
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Tenants & Owners 
ree 

A Yale C¥linder Night 

Latch on the door dives 





@ Sense of Security. 
it is & perfect mechanical 
device. Safe, Convenient 

viceable. 








Appealing to the 


some prowler has taken part of their 
breakfast during the night hours. 
Why can’t we suggest a padlock when 
they drop in to buy a hatchet or a 
case knife. 

Every householder, too, should be 
a prospect for a strongbox or family 
safe—whether of the tin japan finish 
article or the sturdy combination 
safe. At least, he should have a small 
chest with padlock to hold his insur- 
ance, mortgage and other private pa- 
pers and documents. He wotld be a 
careless chap, indeed, if he left them 
lying around loose in a_ bureau 
drawer, but perhaps he is just such 
a careless fellow, waiting for his 
hardware man to call attention to his 
needs when he calls sometime for a 
cake of shaving soap or a pound of 
nails. Let’s remember him next time, 


too. 


ever-present fear of intrusion is an argumen 


Chicken houses, cellar doors and 
windows, harness closets and wood- 
sheds often occupy so little of their 
owners’ thought, because they are 
such every-day places that their con- 
tents is too frequently left un- 
guarded. 

How often have you sold a hammer 
to a customer who remarked, “Wish 
I knew who stole the last one I 
bought”? Isn’t that the very oppor- 
tunity for suggesting a padlock for 
the tool chest? 

Wheelbarrows would soon forget 
their roving dispositions if the wheel 
of the barrow were padlocked with 
chain to the handles. 

Pigeons that fly away generally re- 
turn, but those which are stolen from 
the loft frequently end up in the soup 
kettle. 

Steel traps are usually set with the 


that never fails 

object of catching something—not 
with the intention of having some 
other fellow steal them. 

Lawn mowers can be taught to stay 
at home the same as wheelbarrows— 
a chain and a padlock will do it. 

A gymnasium or club locker should 
be a locker in more than name only. 

Perhaps a volume might be writ- 
ten by ninety-nine hardware men and 
yet the hundredth would think of a 
dozen more good uses for a good pad- 
lock—it’s quite possible—which only 
goes to show that “the stable door 
can be locked” in a thousand and one 
different ways. The hardware man 
who thinks of the biggest number of 
them, and who makes his customers 
feel the same as he does about it—he 
will be the man who takes the “pad” 
out of footpad and puts it into Pad- 
locks. 














The story of the night lock 


and latch that 


communittes 








Peak Points in Retail Advertising 


HAT short-story writer hit 
Ty squarely when he said: 

“Anyone can write a short 
story and almost anyone can get it 
published but it takes a genius to 
get it read.” 

Substitute the word advertisement 
for short story in that statement and 
you have one of the peak points in 
merchandising through printed sales- 
manship. 

One’s copy may be done up in a 
gold box, so to speak, but it cannot 
“bring home the bacon” unless it 
challenges and stops the attention. 
The gold box will challenge the mind, 
but the contents must win or lose 
interest. So your advertising may 
have the finest Ben Day color work 
or the choicest position in the news- 
paper, it may be a lovely example of 
artistic display, but what it says will 
make it or break it. 

We dress up our advertising appeal 
much as the small boy dresses up for 
his last-day recitation at school, and 
then we let our copy get stage fright, 
just as the small boy often does, and 
it says nothing. There is no minim- 
izing the importance of good type, 
individual signature, white space and 
the other elements of strong adver- 
tising, previously mentioned, but all 
these are “as sounding brass and 
tinkling cymbal” unless they pave the 
way to intelligent and forceful copy. 
To paraphrase Shakespeare, “‘the say 
is the thing.” What your copy says 
is the thing, not how it looks. 
“Clothes do not make the man,” and 
appearance is not the art of adver- 
tising. 

Writing the Ad 

Granted, you will say that the body 
of the advertisement must give it 
its power, how are we to write that 
kind of copy? That’s a rather large 
order, but we can at least consider 
some of the arrows which point the 
right way. 

Authorities tell us that copy must 
have human interest appeal. And 
that confuses rather than clarifies, 
unless we define just what is meant 
by human interest. Really it is very 
simple, for it means what it says: 
Something of interest to human be- 
ings. Folks want to read about what 
folks are interested in. Unless your 
story is told from the human angle, 
unless it contains those facts that 
folks are concerned about and in a 
language they understand you will 
produce that spineless sort of copy 
which is stale and flat. 

To illustrate what human interest 
is: During a former connection I 
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(Editor’s Note: Some suggestions on 
touching the mainspring of human in- 
terest so your advertisements will get 
respectful attention are contained in 
this, the third of a series, each of which 
is complete in itself.) 
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was privileged to write the advertis- 
ing copy for a new vacuum sweeper 
our hardware store had stocked. I 
wrote what I thought was good copy. 
It developed the major points of the 
sweeper’s superiority in detail and 
pains was taken to make the copy 
graphic and forceful. But the re- 
sults were disappointing to me. 
After spending much effort and buy- 
ing a lot of newspaper space, I was 
convinced that the copy was not suffi- 
ciently interesting, that it failed to 
touch the mainspring of human de- 
sire. So a still hunt was begun from 
a different angle. 

The machine was sent to the home 
of different women. They used it 
and were then interviewed. Instead 
of talking about the motor-driven 
brush, the elastic belt, the worm gear 
and some of the things we had talked 
about, the women invariably com- 
mented on the fact that it would slide 
under low furniture and that the 
stand-up handle was a great con- 
venience. It was these things they 
were interested in. And so we re- 
vamped our plans and said a lot about 
the stand-up handle and the usability 
under beds and other low furniture. 
Sales picked up. We had hit the nail 
and began building business. 

What It Will Do,’ Not How 

It is a cardinal rule in writing ad- 
vertisements that folks will be inter- 
ested in, that they are more con- 
cerned with what a thing will do than 
with how it is made. Talk results, 
not theory. Show how a washer will 
wash clothes spotlessly clean rather 
than how the atalog is a unique me- 
chanical attachment for the washer. 

Timeliness as well as human in- 
terest is an arrow pointing the way 
to interesting, readable copy. A 
poorly displayed advertisement on 
fire extinguishers the morning after 
a big down-town fire will pull more 
business than the choicest copy some 
other time. We all observe the gen- 
eral rule of timeliness and advertise 
refrigerators and fans in warm 


weather and stoves and skates in win- 
ter time, but we can well plan to go 
the second mile and dovetail our sell- 
ing campaigns with events that are 
in the human mind. Some may ques- 


94 


tion the ethics of advertising revolv- 
ers the day after a run of house 
burglaries, but the idea is correct. It 
is easy to get the interest of folks in 
things folks are interested in. 
Watch the daily newspapers and 


‘try to tie up your store with the 


things that are happening in your 
community. 

Do not hesitate to do the unusual 
and unique, for there is no passing 
up the fact that novelty and new- 
ness get human interest. We have 
just seen a page advertisement 
headed “THE CHIEF’S GONE TO THE 
CouNTRY, Hoo’RAy!” And the lead 
goes on to tell that the president of 
the company is taking an automobile 
trip through the eastern countryside 
and the store is making a special ef- 
fort to make sales records in his ab- 
sence. Nothing of the commonplace 
in that! Suppose the copy had said 
“Wr Must BEAT LAST AUGUST,” 
would there have been any strong hu- 
mar appeal in it? But by getting a 
new twist, a little different quirp, a 
ten strike is scored. 

Just because the other fellow is 
banking on “special sale,” “bargain,” 
“extra special” and the other over- 
tired horses is the best reason in the 
world for you to drive a new team. 
Sprinkle ginger and life in your 
headings and you will cultivate the 
soil for greater harvests. 


Getting Original Style 


Your style—that is, the expression 
of your own individuality—will help 
to make your copy readable. There 
are so many imitators and so few 
creators in advertising copy. We are 
saying the same say and doing the 
same thing as the other fellow, and 
our voice is lost in the din. We want 
more of our individual selves and less 
of “they are all doing it that way” 
in our copy. 

Then to the qualities of human in- 
terest, timeliness and newness add a 
goodly portion of care in choice of 
words and you/ll find yourself far 
along the highway that leads to 
strong reader-interest copy. 

It has been said that for every hole 
in the English language there is 4 
word which fits it as none other will. 
Skill is the ability to fit those holes 
most nicely. Tennyson and Shake- 
speare had no more words to work 
with than the rankest amateur writ- 
ing a love note, but they knew well 
the art of using them. Careless copy, 
the kind that simply cannot ring the 
bell, is the penalty of using the first 

(Continued on page 126) 








Getting Ready for Fall Business 






The Autumn Brings New Lines and New Opportunities for 
the Hardware Store—Big Ideas for Demonstration Davs 


step for fall business, what 

could be more efficacious than 
a paint up spree. What could have 
a better effect upon the customers 
and what could have a more in- 
spiring effect upon the salesmen 
and women? 

If you do not believe it has a good 
effect you could only be convinced 
by dropping in at the Bunting 
Hardware store in Kansas City, 
Mo., and witnessing the clean up 
orgy that followed in the trail of 
fresh paint. 

The walls of the housefurnish- 
ings department of the store are 
very attractive in their new coats 
of shades of cream and buff colored 
paint. These fresh new walls 
showed up all the dusty spots in 
the department, during every 
lull between waiting upon custom- 
ers, the sales force is busy polish- 
ing the nickel upon the combina- 
tion ranges, flicking the dust from 
rows of handsome bird cages, set- 
ting in more orderly array the 
splendid display of snow white 
Vollrathware and arranging to the 
very best advantage the displays 
of shining Wear-Ever aluminum 
utensils and beautiful Pyrex glass- 
ware. 

If vacation time had a wonderful 
effect upon the sales force and sent 
them back full of pep and energy 
to do an overwhelming amount of 
business and send their commis- 
sions away up, why the Clean-Up 
had almost as invigorating an ef- 
fect for the display of vim and snap 
so evident in the sales force is 
making itself felt throughout the 
building. The customers realize it 
the minute they set foot inside the 
store. It reveals itself in the coun- 
tenance of the elevator men; it 
shows in the face of every sales- 
man as he greets his customer. 
Proudly he sets a handsome alumi- 
num coffee pot upon the counter for 
the inspection of the customer, or 
leads her across the floor to show 
her all the inner workings of an 
elegant enameled stove, fully con- 
scious that there is not a speck of 
dust on either. 


A S a preliminary to getting in 


So 


Women Enjoy Clean Stores 


The women like’it. They enjoy 


coming into a store that is as clean 
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and attractive as their own depart- 
ment stores, where delicate laces 
and fragile garments would be per- 
manently injured by the slightest 
particles of dust. 

They know that though they are 
wearing spotless white from head 
to foot, they can enjoy a demon- 
stration of a stove, formerly a 
hideous black object that had to be 
blacked in order to be clean and 
shining, and now merely has to be 
kept clean; they can be shown all 
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the mysteries of a fireless cook- 


stove, an electric washing machine, 
or even inspect the big, new pipe- 
less furnace which the company is 
now showing, without getting a 
spot upon their garments or even 
disarranging one wisp of hair or a 
fold of their dresses. 

Knowing that they will be 
fresh for a luncheon down town or 
an afternoon cup of tea, after an 
excursion through this store, makes 
the woman much more willing to 
visit the hardware store and do her 
own buying, and letting her do her 
own buying and making.it possible 
for her to do it in her own way and 
at her own sweet time is what is 
getting the women into the hard- 
ware stores. 

And what else is this enterprising 
store doing in order to line up for 
fall trade? 


as 


The Fall Advertising Campaign 

Knowing that the people are back 
in the city after a few weeks’ va- 
cation, all fresh and enthusiastic 
to start work, the store begins a 
vigorous advertising campaign. 
Fall cleaning and moving are be- 
ginning, drive on electric 
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SO a 


good. 
Newspaper advertising and window 
displays attract the housewife and 


vacuum sweepers is very 


clever demonstrations sell the 
goods. 
It has not been necessary to 


“clean out” any particular line of 
goods at rock bottom prices, for the 
merchandise that is carried is sea- 
sonable the vear round. That does 
not mean that washing machines 
and refrigerators do not sell better 
at certain seasons of the year, for of 
course they do, but there is no time 
in the year when these two and all 
other lines of merchandise do not 


sell. Laugh if you like but an elec- 
tric washing machine makes an 
elegant Christmas present. The 


average housewife is charmed with 
a gift of a fireless cooker or a new 
refrigerator. And , while 
haps a fireless cooker is more sea 


so per- 


sonable in the summer, it is very 
useful at all times. Coal is scarce 
and high and heat must be con- 


served, so fireless cookers will help 
keep down living expenses. 

The Bunting Hardware Co. stages 
big factory demonstrations ever: 
five or six weeks and they sell a lot 
of machines. It is becoming “the 
thing” in all circles, fashionable or 
otherwise, to have your washing 
done under your own supervision. 
If one can afford a maid all very 
well and good, but if not it is much 
easier to do the washing for a great 
big family with an electric washer 
than to send it out to an expensive 
laundry and then have to replace 
garment after garment, because 
they are lost or worn out, and in 
addition pay the iaundry bill. So 
with every one having their wash- 
ing done at home, the electric ma- 
chines are bound to sell. 

Success with electric washers 
was phenomenal that it was 
found advisable to put in an ironer, 
an excellent ironing machine 
was stocked. 


sO 
SO 

The Ironer Next to the Washer 

In order to make the display more 
attractive, and to lead the shopper's 
eye toward the machine, when she 
had completed her purchase of the 
washer, the ironer was set up in 
close conjunction with the washer. 
Often a demonstration of the ironer 


followed the demonstration of the 





Builders’ 


washer, as the shopper’s curiosity 
appliances 


in labor saving was 
aroused. 
Very often a 


the ironer and the 


of 
dif- 


demonstration 
washer to 


Fall 


sports are 
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supplies and household tools were shown 
ferent groups of customers would 
be going on at the same time and 
as they were so closely adjacent 
and as one purchase should so evi- 


dently be followed up by the sale 


brought out in these 
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here 


of the other machine, interest was 
aroused that could be satisfied only 
by a purchase. 

The ironing machine is becoming 


an indispensable factor with the 


windows with a last drive on tennis 
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Wash 


modern housewife. It does not 
take up a great deal of room and it 
does not cost a great deal, and the 
saving to the busy housewife is 
making it almost as invaluable as 


Advanced kitchen 


day 
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HARDWARE AGE 


suggestions with a hint for heaters on 
the washing machine has ever been. 

When the company was ready for 
its first fall demonstration of elec- 
tric washers, the display consisted 
of the machines in all sizes and 
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ware is shown here The 


either 


side 

closely adjacent was its fellow 
citizen and team-mate the ironing 
machine. Could the women resist 
such a combination? Think of the 
long, long hours spent over the old 
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fashidned wash board, the weary, 
weary hours toiling over the iron- 
ing board and carrying the heavy 
irons back and forth from the stove, 
and then ask what the women do 
when they see these two great labor 
savers standing side by side. The 
terms are so reasonble that even in 
these days when most of us have to 
figure and scheme in order to beat 
old high cost, it is possible for al- 
most every housewife to own both 
of these labor savers and miracle 
workers. 


The Women Are the Cause 


3ecause the store is so attractive 
to women and because the women 
have done so much buying there, 
the women themselves are the rea- 
son why this fall there are more 
and more useful household appli- 
ances on display for the women. 
They themselves are the reason 
why the store has put in a new line 
of electric sewing machines and 
why it has secured the services of 
an expert to demonstrate these ma- 
chines and show the busy house- 
wife how to do plain as well as 
fancy and intricate stitches upon 
the machine. 

Secause the housewife does, as 
statisticians tell us, eighty per 
cent of the buying, is the reason 
why the pipeless furnace is dis- 
played upon the housefurnishings 
floor, where the women cannot miss 
it. The beauty of this furnace is 
that it can be put into an old house 
as easily as into one that is being 
built especially to accommodate a 
furnace. And while the husband 
might say, “Oh, pshaw, I’d like the 
furnace but this house is old and 
it will cost an awful lot to put one 
in,” the wife, who has to see that 
heat is maintained through the day, 
and who has been giving the heat- 
ing problem serious thought, is in 
a position to give pointers upon the 
furnace problem. 

Leaving the housefurnishings de- 
partment and making an inspection 
of the sporting goods division one 
finds that the vivid display of 
snappy looking bathing suits, the 
tempting looking fishing tackle, the 
baseball outfits and the tennis 
rackets have given way to an en- 
tirely different looking line of 
goods, for the tang of winter is in 
the air and the hunting season is 
coming on. 

Even the windows have taken on 
the tone of fall, and the sandy 
beach is now a hunting scene with 
a huge bear skin as the center of 
all attraction. This is flanked by 
guns and all the accoutrements of 
the Nimrod of the forest. 
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HARDW 

The department manager realizes 
that school begins at an early date 
and so he has lined up all of the 
merchandise that is liable to be 
needed by the school boy with an 
athletic winter ahead of him. He 
is keenly alive to new business and 
he knows how big the trade to be 
secured from the schools really is. 
Anticipating this fall trade he 
gets in touch with the athletic di- 
rectors in each of the different 
high schools in the city and finds 
out just what the equipment will 
consist of for this year. The track 
shirts, trunks, shoes, and all the 
garments needed in the various 
lines of high school athletics must 
be uniform, and it would be a fatal 
error to lay in anything but the 
right article, so it is necessary to 
get all the supplies listed correctly, 
and ordered in ample time to have 
them on display when the youthful 
athlete comes in to buy. 


Catering to the Students 

Then right at the psychological 
moment the goods are placed on 
cisplay, and as soon as the students 
receive their lists of requirements 
from their instructors they flock 
down to buy. Basket balls, foot- 
balls, volley balls, gymnasium out- 
fits, all go like hot cakes. Change 
rattles on the counter and packages 
pass across and out of the store. 

3icycles, of course, are useful the 
year round, but in the fall the bi- 
cycle doubles its usefulness, as a 
boy may save carfare and time— 
and what boy does not like to sleep 
until the last minute—by hopping 
on the wheel and dashing off to 
school. His sister finds the wheel 
almost as useful and as necessary 
as her brother. So it is necessary 
to keep a full supply of bicycles 
in all the attractive colors and with 
all the latest features, where Young 
America may examine them at all 
times and with an intent to pur- 
chase. 

It is a good idea frequently to 
offer a spot light free with each 
wheel, as an added incentive to buy, 
but it is not at all necessary, be- 
cause the boy knows the value of 
a wheel, he knows what kind he 
wants, he knows what the latest 
and best attachments are, and he 
knows that he would like to own 
one. He further knows that he can 
buy one on the liberal payment 
plan, and so he is able to purchase 
his own wheel. 

Exit 


Fan, Enter Heater 


The electric fan so popular and 
so necessary a month ago is super- 
ceded by the electric heater which 
gives a delightful warmth in the 
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bathroom or takes the chill off the 
living room on nights when it is 
too warm to light the furnace and 
too cool to be perfectly comfortable 
without some heat. 

The opening of school creates 
demands in all the different depart- 
ments of the big store, and the 
same tactics are followed by the 
manager of each department. While 
the sporting goods manager is 
getting in close touch with athletic 
directors, the manager of the cut- 
lery division of the big store is 
having a talk with the directors of 
Home Economics. Certain scissors, 
knives and other equipment are re- 
quired and it would never do to go 
at this in a hit or miss manner and 
buy goods other than those specified 
by the instructor in each division, 
so lists are carefully made from the 
instructions given by the directors 
of the various departments and the 
proper goods in the proper sizes 
and exactly according to Hoyle are 
purchased and ready for display 
when September and school arrive, 
for the young girls will soon be 
flocking in to make purchases for 
their Home Economics studies in 
ward, high and manual training 
schools. Scissors, knives and other 
required paraphernalia are there- 
fore laid in attractive array ready 
for inspection. 


For the Manual Training 


The manual training schools need 
a lot of new equipment and each 
student is required to purchase a“ 
certain amount for his personal 
use, therefore knives, saws, wood- 
working tools and various other 
pieces of equipment are displayed 
for the use of boys and girls alike. 

The tool department comes in for 
its share of school trade. Hun- 
dreds of locker padlocks and keys 
are lost or misplaced at the end of 
each school year and these must 
all be replaced before the student 
feels. that his personal belongings 
are well taken care of, and so it is 
no unusual thing to sell as many 
as six dozen padlocks in one day to 
school children alone. 

Fall building and the necessary 
repairing that every house apart- 
ment, barn or garage needs at some 
time or another in the fall of the 
year and before the setting in of 
severe weather, creates a demand 
for saws, hammers and planes so 
they are given precedent over the 
screen doors, lawn mowers and hose 


so much in demand during the 
summer season. 
With so much repairing and 


buildine going on it naturally fol- 
(Continued on page 126) 















The Season For Portable Heaters 
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Every Householder Is Looking for Winter Comforts 


and Your Windows 


EOPLE will be comfortable 
P nowadays, and there is good 

money for the hardware 
dealer in helping them. 

Just now one of the most uni- 
versal demands is for something to 
take the chill from the rooms be- 
fore the janitor fires up, and to use 
later on when he doesn’t hear the 
alarm clock or has some equally 
good reason for not supplying heat. 

Modern ideas of sanitation de- 
mand that there shall be fresh air 
in all heated rooms and without a 
draught, and so the cloth window 
ventilator is also sold in a great 
many cases to accompany the port- 
able heater and also, be it remem- 
bered, in many cases by itself. 


Portable Heaters 


Portable heaters have been de- 
veloped rapidly in the past few 
years to meet an enormously varied 
demand. There are large ones and 
small ones; plain ones and ornate 
ones; and in a great range of price. 

The portable heater is used in 
homes, offices, stores and any other 
place where human beings live; 
and also in many that are inhabited 
by birds and flowers and indeed 
anything that must be kept from 
freezing, and the result is an output 
that is ready to answer to almost 
any call that may be made upon it. 


It Is Easy to Have the Right Kind 


This sounds as if it meant a big 





order, too big for the average 
dealer, but in actual fact it is not 
at all either difficult or costly to 
select a profitable stock of portable 
heaters for the very specialization 
of the styles gives each a chance to 
select what will sell. 

The first factor in_ selection 
should be locality, and the second 
the average price that the customer 
will pay. Both of these are vari- 
able factors known only to the 
dealer himself. 

As to locality. He will know 
whether it is worth while to carry 
electric, gas and oil heaters. The 
portable heater sells as a practical 
utility not an ornament. 

Extreme examples of the influ- 
ence of locality would be: country 
trade where there is no gas, and 
a moderate or small proportion of 
electric wiring calling for oil heat- 
ers. City trade in the business dis- 
trict or among modern apartment 


as 


houses where the electric heater 
takes the place of the electric fan, 
and where it should be supple- 
mented by the more expensive 
grades of gas heaters. 

Last, but by no means least, 
there is the locality where trade 


calls for all three heating mediums, 
and the salesmanship of the dealer 
is an important deciding point. 
The Best Guide 

who have 
heaters in 
99 


successfully 
the 


Dealers 


sold portable 


past 


Should Be His Faithful Guide 


few years say that the best general 
guide is to stock the smaller sizes. 
The object is to provide slight and 
temporary heat in the great major- 
ity of sales. They are not intended 
to take the place of steam or any 
other regulation heating, but to fill 
in before it is turned on, or to be 
used in emergency. 

Popular demand is a queer thing, 
and in the matter of portable heat- 
ers it manifests itself in 
quite decided favoritisms 


sey eral 


Apparently oil heaters are car- 
ried about by their owners much 
more than other kinds, for the fact 
of the handle being strong and 
easily grasped is a good selling 
point. -Space on top for a kettle or 
other receptaclé for water is also 
liked. 

The suggestion of an open fire 


through reflectors; the use of as 
bestos wool; or mica panes, 


of the most favored aspects of the 


Is one 


gas heater. Nickel or brass trim- 
mings are also liked. The possi- 
bility of heating water is a very 


strong point, too. 
Electric heaters 


ornamental in a 


regarded as 


greater 


are 
deyree 


than either of the other types. It 
is said by the electric companies 
that the styles which have wicker 
settings like lamps, and those set 


se]]- 
thi 
dealer 


into an elaborate fireplace are 
ing well, and while, of course, 
is of no direct value for the 

(Continued on page 126 


















Giving Service to the Sportsmen 


Callahan and Douglas, Binghamton, N.Y., Have Built Up 
a Big Department by Specializing in Correct Information 


AKING the store the clear- 
M. ing house for sportsmen’s 
= information has been 
greatly instrumental in building up 
the business for Callahan & Doug- 
las, Binghamton, New York, but 
this excellent feature in their de- 
partment has not been the only 
method which they have used to 
make the hardware store the head- 
quarters for all kinds of outdoor 
and indoor sport goods. 

Callahan & Douglas are situated 
in the center of this progressive 
city of 70,000 and have excellent 
windows to begin with. These win- 
dows they keep just as attractive 
as it is possible to make them. The 
store is right next to the big depart- 
ment store of the town, which has 


probably the best windows for 
miles around. It sets the pace 
and the hardware store which is 


its neighbor to the right is forced 
to keep up with it in order to 
get those who gaze upon the silks 
and satins to also take a look at 
the guns and footballs. 

Here are some of the rules as 
laid down by the firm: Always 
have correct information ready for 
the sportsmen; know the stock 
thoroughly; mark the goods with 
plain figures; carry goods of qual- 
ity only and back them up with 
guarantees as strong as the manu- 
facturer will allow, but never over 
guarantee. 

30th members of the firm are well 
known sportsmen in the section of 
New York where their customers 
come from. J. H. Callahan-is the 
dean of the sportsmen of the city 
and is recognized as the best in- 
formed man as to open seasons, the 
best methods of hunting and fish- 
ing and the game laws of New York 
State. This has given the store 
great prestige with sportsmen and 
there is never a day when some one 
does not call up or call in and ask 


for information regarding some 


sporting problem. And the best 
part of it is that they always get 
absolutely correct answers and they 
can be sure of it. Naturally, this 
is the store where they get out- 
fitted when they go on a fishing or 
hunting trip. You would, too, 
wouldn’t you, if you lived in Bing- 
hamton? 

The Salesmen Know the Goods 

Every salesman in the store 
knows sport goods thoroughly but 
if a new problem is presented they 
can always turn to Mr. Callahan 
and be assured of the right solution. 

Every item in the store, both 
sporting goods and hardware, is 
marked with the retail price and 
the back counters and sample 
boards are models for convenience 
to both the customer and the sales 
force. In fact, the entire arrange- 
ment of the store is such as to 
make things most agreeable for the 
customer. 

Upon the rule of carrying only 
goods of quality the firm has built 
up a wonderful business. Sports- 
men do not care what they pay for 
goods if they know that the quality 
is right and on this principle they 
have developed a wonderfully ex- 
cellent stock and have also been 
able to give assurance to customers 
that what they are selling is the 
best. 

As to guarantees, the firm be- 
lieves in them absolutely. But the 
greatest of care is used never to 
over guarantee any article. They 
look it over and study it for its good 
points and then use the guarantee 
just as the manufacturer states it, 
as a talking point in making the 
sale. 

Have All Sporting Equipment 

It must not be understood that 
Callahan & Douglas confine all 
their efforts to the sale of hunting 
and fishing goods. They carry a 
big line of every kind of sport goods 


in the department and at this par- 
ticular time are booming football 
goods, as the accompanying picture 
will show. Every effort is made 
to attract the youth who will in 
time become a sportsman and they 
are able to outfit entire teams with 
everything necessary for whatever 
game it plays. 

Bargain sales are unknown in 
this store of quality, although this 
fall they were able to make an ex- 
tremely lucky purchase of footballs 
and these they are featuring big in 
one of the windows. The window 
also shows the other lines of ath- 
letic clothing which they handle. 
Underwear, sweaters, shoes, wading 
boots, hunting shirts and in fact 
everything in this line is sold in 
this store. 

The sporting goods department is 
right in the front of the store with 
the exception of athletic clothing and 
some of the finer fishing tackle which 
is kept in the rear. The counters 
and shelving are attractively ar- 
ranged and it is an easy matter to 
sell any customer as soon as he has 
had a chance to look over the ample 
stock of goods. No matter what he 
has come in for he is bound to see it 
sampled somewhere in the depart- 
ment. Gun racks, fishing flies, foot- 
balls and baseballs with all the “‘fix- 
ings” are within easy reach. 

Callahan & Douglas have been 
established for a long time and 
have won the confidence of the 
buying public in Binghamton and 
the suburban towns around Bing- 
hamton. They have a store that 
the city is proud of and have used 
only the methods of merchandising 
that go toward building up honest 
business which helps a medium 
sized city more than any other one 
force. 

They have demonstrated that not 
only is honesty the best policy but 
also that honesty is the best means 
of building up a business. 


The Most Important Convention Ever Held 


Atlantic City, October 19, 20, 21 and 22 
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Windows 
That 
Attract 
Sports- 





men 


Fishing. 
Football. 


Hunting 


Above is an excellent fishing window from 
Handley-Stallings Co., Goldsboro, N. C., 
while at the left and below are windows of 
aie” Callahan & Douglas, Binghamton, N. Y. 
Foor Baris 
SPECIAL 
ar ¢@ 


Football with its 
ready appeal _ to 
healthy youths is 
well shown here, 
while the complete 
hunting window be- 
low cannot fail to 
attract the older 
sportsmen. 30th 
windows can easily 
be copied by the 
average merchant 
in any sized city in 
the United States. 

It’s worth a trial. 








Hot Shots for the Stove Department 


Putting “Pep” Into Sales Where the Profits Are Big; 
Talking Stove Possibilities, Not Technical Advantages 


ACING the facts squarely, it 
er be admitted that many 

merchants in the hardware cir- 
cle are not enjoying the stove busi- 
ness they should have. 

True, conditions have been difficult 
for the past several years: Prices 
have aeroplaned and people have put 
off buying and have gone along with 
a crutch of an old stove. But com- 
petitors have had the identical same 
obstacles and have gone ahead and 
sold stoves while the hardware dealer 
has had very slow turnover in thai 
department. 

The keenest competition is proba- 
bly the instalment furniture house. 
These folks have been selling stoves 
right along. Some of them have 
made wonderful gains year after 
year. Two weeks ago a home-furnish- 
ings store in a city of 50,000 folks 
in the mid-West started a week’s 
demonstration and sale of a well- 
known line of heating stoves and 
ranges. When Saturday night came 
and the week’s business was totaled 
it was found that the stove sales for 
the six-day period were $4,740. 

The large hardware store of the 
city has never had a week’s business 
in stoves as large as that—not any- 
where near as large as that. Whether 
we want to follow the same methods 
of the home-furnishings store or not 
it is interesting to note some of the 
things the store did to roll up that 
magnificent business: 

Spent Money in Advertising 

The sale was announced in a full- 
page advertisement. This was fol- 
lowed up by another full page a few 
days later, and in the meantime sev- 
eral other large-sized advertisements 
were used. The total advertising ex- 
pense was around $500, or about 10 
per cent of the total business. Now, 
that is a high advertising percentage, 
but the store management feels that 
it pays, for it is an impetus which 
will help the stove business of the 
store for the whole season. 

Three-jlarge windows were filled 
with stoves, the display being one 
of the largest and most interesting 
the writer has ever seen. 

Demonstrations were conducted 
daily. These demonstrations . were 
actual and showed the stove baking. 
Prospects were treated to some of the 
goodies which the demonstrator 
baked. ~ 


During the sale any old stove the 
customer wished to turn in was 
credited as a first payment. 

Salesfolks were thoroughly coached 
by the demonstrator in the selling 
points of the line and made a special 
effort to roll up a good business dur- 
ing the week. 

Probably the greatest selling ad- 
vantage which the credit store has in 
merchandising stoves is the long 
terms it gives. The store can afford 
to do this as it has its business on 
such a basis that the cash payments 
each week constitute a going busi- 
ness. - Now, the average hardware 
store cannot afford to sell on the “dol- 
lar down, dollar a week plan,” but 
are there some lines that can be tight- 
ened which will make it possible to 
sell more stoves? 

In talking with a number of hard- 
ware dealers who are doing a lively 
business in stoves we find them 
agreed that it pays to stick to one 
line. Handling many lines destroys 
enthusiasm and does not build con- 
fidence. They seem agreed that a 
good line with a satisfactory diver- 
sity of numbers makes a better stock 
than two or three stoves from various 
manufacturers. 

Better Salesmen Needed 

There is room for better salesman- 
ship in stoves. We have observed 
three types of salesmen. One has a 
sales talk much like this: 

“That’s a fine stove, a dandy in 
every way. It’s put together right 
and will last a long time. It’s a fine- 
looking stove, isn’t it? You'll get 
a nice stove when you get this one. 
It certainly is a beauty!” 

Now, such a sales talk doesn’t say 
anything. It is pure drivel. It is 
barren of facts. It is void of rea- 
sons. The salesman who uses it is 
an experienced hardware man, but 
he does not sell many stoves. 

Then there is the type of salesman 
who goes into technical matters. His 
sales talk is full of “double riveted,” 
“charcoal iron,” “inner seal,” ‘“alu- 
minized linings” and such terms. 
Women are the buyers of stoves and 
it is very questionable if they buy on 
technicalities. Some of these fea- 
tures may appeal to them and un- 
doubtedly will if they are stripped of 
mechanical terms and shown to the 
customer and explained in the sim- 
plest language. 
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Then we have the type of salesper 
son who combines these styles bu 
puts his emphasis on what the stove 
will do. He says some very nice 
things about the looks of the stove 
and makes you feel that it is “a 
thing of beauty and joy forever,” 
and he shows some of the striking 
constructive features of the stove, 
but he puts the stress on what the 
stove will do. He tells how economi- 
cal it is, and he proclaims that it is 
a perfect baker. He emphasizes the 
value of the warming closet and he 
shows the customer how easy it is 
to keep clean. He recites some in- 
stances in which customers have had 
a stove of same make for many years 
and it is still giving good service. He 
makes you feel that the stove is a 
glutton for hard work and punish- 
ment. He particularly makes you 
feel that the stove will do its tasks 
unfailingly and perfectly. 

That type of salesman sells more 
stoves because he sells results, and, 
after all, that is what the customer 
buys—results. 

The Unfair Competitor 

Sometimes the element of service 
sways stove sales. In a certain city 
the gas company entered into an 
agreement with the hardware and 
furniture stores that a charge would 
be made for “connecting up” gas 
stoves. The hardware and furniture 
stores lived up to the agreement but 
it seems the gas company did not, 
and it made many sales because it 
gave the customer free connections. 
When competitors learned this was 
the case they offered to pay for the 
cost of connections and won back 
some business which unfair competi- 
tion had been taking away from 
them. 

Sales have been made by dealers 
who “threw in” the necessary stove 
pipe or a stove board. Sometimes 
these little things are the determin- 
ing factor in making sales. 

The Sprague Hardware Co., Kala- 
mazoo, Mich., is not a big concern 
but it does a healthy stove business 
chiefly because it features high-grade 
goods. It has found it easier to sell 
expensive stoves than the cheaper 
makes. Its floor space for stoves is 
not over 15 feet square, but a surpris- 
ing business is done because the best 
trade is sought. 

(Co»tinued on page 126) 





Getting Readv for the Winter Weather SQ 








The stove department should flour- 
ish during the next few months. Herz 
are two good displays, and the lower 
picture shows the sign leading to the 
department. 
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Hardware Stores in Holland 


Very Up-to-Date 


By WALTER J. GARRITY 


|Editor’s Note—Mr. Garrity is 
known to many eastern dealers, 
and is the New York representative 
of the following five hardware 
manufacturers, whom he also rep- 
resented in Europe: Union Tool 
Chest Co., Inc., American Saw & 
Mfg. Co., Inc., Peerless Wrench Co., 
inc., Reed Small Tool Works, Huther 
Bros. Saw Mfg. Co., Inc. | 


EING an interested reader of 

the HARDWARE AGE I am led 
to believe that a short account of 
some of my experiences during my 
recent trip to Europe will be a 
matter of interest to many hard- 
ware readers. 

The writer traveled in several of 
the European countries represent- 
ing six American manufacturers 
and was most impressed by some 
amusing little happenings while in 
Holland, that beautiful, picturesque 
little country of “full and plenty.” 
On one of my trips to Holland, go- 
ing from Brussels to Rotterdam via 
Antwerp, I neglected to take time 
to get my passport viséd for Brus- 
sels and got on a train that left 
Paris for Brussels at 7 a. m. I 
seated myself comfortably in a 
smoking compartment with no cares 
on my shoulders, except to wonder 
when the French would open the 
dining car. 

Upon entering the Belgian bor- 


They don’t have to worry about having 
the trousers creased 








der, the French Prefect of Police 
came through examining passports, 
and as he got to me I handed him 
my passport, which was so stamped 
up it looked like a wornout meal 
ticket. He excitedly blurted out, 
“American Visé.” If I had had my 
passport vised he probably would 
not have been able to have found it 
anyway. Finally not being able to 
find a visé and exhausting himself 
talking to me, which I made believe 
I could not understand, he got dis- 
gusted and I went across the Bel- 
gian border by acting dumb. 

Incidently the train that I trav- 
eled on made only a few stops and 
passed through the old battlefields, 
which have not yet been cleared up 
in many places. 


Hotels and Hardware Stores 


Belgian hotels and hardware 
stores are more homelike than those 
I saw in France. Speaking of hard- 
ware stores, there is a hotel and a 
hardware store at Edam called the 
“Dam Hotel the Dam Hardware,” 
which is built on a dam in Edam, 
between Rotterdam and Amsterdam. 
Edam, as you know, is the place 
where the celebrated Edam cheese 
is made to suit our taste. 

What I feel will interest the 
hardware dealers mostly is a brief 
description of the hardware stores 
and their method of conducting 
business in Holland. In some of 
the smaller towns, of course, hard- 
ware stores are run in a primitive 
and antiquated way, but I found 
that in the larger cities they were 
conducting business with very up- 
to-date methods. I particularly re- 
member one concern, Jos. Harm of 
Amsterdam. This concern had two 
very beautiful display windows 
showing a display of American 
tools. The front of the building 
was made up of red and white brick, 
which is commonly used, and above 
the name was inlaid with small 
diamond-shaped bricks, embedded 
in cement. The background of the 
windows consisted of small boards 
with a very up-to-date line of tools 
and cutlery, while their other win- 
dow was strictly farm implements 
and agricultural tools. Upon en- 
tering the store one would find on 
one side long show cases, bottoms 
of which were made up of green 
plush, and they follow out what we 
know here as the Warren system, 
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will 








of sampling their tools, either in 
boxes on the shelves or sampling: 
them in glass-fronted stock boxes. 


Week-End Counters 


I also noticed another thing that 
was quite impressive. It was in 
the center of their store. They had 
what is known as a week-end sales 
counter. They make specialties 
each week of selling certain items 
or some particular line which they 
want to push at reduced prices, con- 
sisting of everything from socket 
wrenches to machinists’ tools. 

All of the shipping departments 
in the Dutch stores are located at 
the rear of the store, as there are 
canals at every street which gives 
them facilities for shipping goods 
in the one way which they all fol- 
low. The majority of the clerks in 
the stores work on a salary basis, 
and sometimes also a commission 
basis. They are well trained and 
are ‘very courteous in handling 
their trade. This is one thing that 
makes these stores successful. 

I noticed another thing there, the 
hardware dealers were very anxious 
to talk with traveling men, as they 
feel that by looking over the line 
of every man that comes in they 
not only learn to secure the best 
prices but also do not lose an on- 
portunity to buy goods which they 
find profitable for them to 
handle. In fact, Mr. Jos. Harm told 
me one reason he always talkea 
with salesmen of American or Brit- 
ish firms was because he felt if he 
did not interview them he might 
lose an opportunity of securing 
some goods and information that 
would be of advantage to him. 
These hardware stores carry on 
mostly a cash business and if a 
customer comes in to charge some 
goods he has his goods laid out and 
signs for them individually. If he 
is paying cash for them, they have 
the regular cash carriers or cash 
registers, either of American, Brit- 
ish or German make, and I found 
that on Saturday afternoons and 
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Saturday evenings their cash regis- 
ter is invariably kept busy. 

When I arrived at Roslin, a 
quaint and pretty little spotless 
town near the Belgian border, an 
amusing incident occurred that 
seems to me worth mentioning. It 
so happened that both my wife’s 
and my own passports and identifi- 
cation cards were carefully locked 
in my sample case, which was a 
leather covered Union tool chest. 
We searched and searched but had 
lost our keys, and Rochester, N. Y., 
was too far away to send for a new 
key. After they had tried all the 
keys, I believe, in Holland, we final- 
ly had to force the lock. We finally 
got through with the customs or- 
deal and seated ourselves in a cute 
little train bound for Amsterdam. 
In the same compartment with us 
was a gentleman who spoke to me 
in a friendly way regarding the 
elaborate sample case I had with 
me. I opened it up after a while, 
displaying samples of taps and dies, 
micrometers, files, hammers, saws, 
etc., but he was more interested in 
the Union tool chest sample case 
itself. 


Jewelry in Tool Chest 


He invited both my wife and me 
to visit him in the little town of 
Groningen, which is near the Ger- 
man border. Later on when we 
were in Groningen we visited him. 
He was a large hardware dealer, 
and after being entertained by a 
sort of family gathering of his, | 
was successful in selling him a nice 
bill of American goods, and the 
tool chest to-day is used by this 
same man to keep samples of jew- 
elry in, as.jewelry is sold in many 
hardware stores throughout Hol- 
land. 

One word before I end about the 
canals of Holland. They are not 
only pleasing and peaceful to look 
upon, but are a commercial asset 
to the country. There are no auto 
trucks at all and_ transportation 
and freight are handled by way of 
canal. The Dutch boatmen with 
their heavy wooden shoes are mar- 
vels at manipulating their heavy 
crafts. I have traveled many miles 
in Holland on the canals with much 
enjoyment. 

I could go on and tell a great deal 
about the Dutch manners and cus- 
toms. The most delightful part of 
my whole trip was during my stay 
in the Netherlands. The Hollander 
is a dependable A-1 business man, 
a scholar, diplomat and gentleman, 
and also let me add a friend of 
America with a very keen apprecia- 
tion of American methods. 
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New England Outing 

The New England Iron & Hardware 
Association held its regular fall outing 
at the Tedesco Country Club, Swamp- 
scott, Mass., Sept. 21, some eighty odd 
members attending, the largest number 
ever before attending an outing at this 
particular place. 

Thirty-four members and friends 
played golf during the afternoon, while 
the others availed themselves of the op- 
portunity to renew friendships at the 
clubhouse. Dinner was served shortly 
after 7 p.m., following which Fred L. 
Avery, Avery & Saul, Boston, sheet 
iron, metal workers, president, intro- 
duced Harry L. Doten, Austin & Doten, 
Soston, metals, chairman of the golf 
committee, who awarded the prizes. 

G. M. Heath, Atlas Tack Co., won the 
first prize for the best net score, the 
Loomis cup, which was first offered in 
September, 1910, and has to be won by 
the same player three consecutive years 
for ownership. Mr. Heath also was 
awarded the president’s, Fred L. Avery 
cup. 

Chester C. Butts, Butts & Ordway 
Co., Boston, heavy hardware, won the 
second prize for the second best net 
score, the Greeley-Gray cup, first played 
for in September, 1911, and which has 
to be won by a player two consecutive 
years for ownership. Mr. Butts also 
was awarded a silver belt watch chain, 
denated by Wilbur Sargent Locke, 
Carnegie Steel Co., Boston. 

Honors for the third prize, the best 
gross score, were divided between P. 
Chase, Chase, Parker & Co., Boston, 
heavy hardware, and Chauncey Doten, 
son of Harry L. Doten, they being tied. 
A toss of a coin gave Mr. Doten first 
choice and he selected a cup donated by 
the Bethlehem Steel Corp., Boston. 
Mr. Chase was given a silver water 
pitcher, donated by the Boston office, 
Cambria-Midvale Steel Co. 


Hardware Boosters Meet 

The Hardware Boosters held their 
first meeting of the fall at the Hard- 
ware Club, New York, Sept. 25, at 
which Chief Booster A. J. Ewald ap- 
pointed the nominating committee to 
select the slate to be elected at the 
October meeting for 1921. The nomi- 
nating committee named by Chief 
Ewald were as follows: W. J. Graham, 
chairman, Joseph F. Hamel, Charles 
Downes. 

Luncheon was served at the Hard- 
ware Club previous to the meeting. 
The next meeting of the Boosters will 
be held at the Hardware Club Oct. 30, 
at which meeting the officers for 1921 
will be elected and new committees ap- 
pointed. 


Tacoma Retailers Entertain 


HARDWARE AGE is in receipt of a Jet- 
ter from Jack G. Nehrbas, West Seattle 
Hardware Co., Seattle, Wash., referring 
to a recent “get-together” meeting of 
dealers in the vicinity of Seattle and 
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Tacoma which reads substantially as 
follows: 

“Seventy-five hardware men met in 
Tacoma on the evening of Sept. 22 as 
guests of the Tacoma Retail Hardware 
Dealers’ Club. There were thirty-two 
cealers present from Seattle and other 
nearby points. We heard some fine 
talks on business conditions and co- 
operation. From this you can see that 
the hardware men here are getting 
closer together. They are already pre- 
paring for the big Pacific Northwest 
Hardware & Implement Association 
Convention, to be held in Seattle, Jan. 
18 to 21, 1921.” 

Jack further assures us that it will 
be some convention and promises to telli 
the Editor some new fish stories if he 
attends. 


Metropolitan Association 
Meeting 

The Metropolitan Hardware Associa- 
tion held its first meeting of the fall at 
the Hardware Club, New York, Sept. 
24. H. A. Cornell, Brooklyn, was ap- 
pointed by President A. M. Bedford as 
a committee of one to take under con 
sideration plans and suggestions for 
holding the annual dinner of the asso- 
ciation during the coming winter. Fol- 
lowing the disposal of the regular 
routine business a general discussion 
was held about present conditions in the 
metropolitan hardware trade. The next 
meeting of the association will be called 

for the last Friday in November. 


Cutlery Used in America 


The value of American cutlery in 
use to-day in American households and 
factories is estimated to be $860,000,- 
000. “This estimate is based,” says a 
recent report issued by the American 
Cutlery Bureau of Information, “on re- 
ports of the industrial census and the 
import and export statistics of the 
U. S. Department of Commerce and 
may be tested by anybody that cares 
to do so.” 

“The average retail value of all the 
cutlery made during the census period 
1904 to 1909,” continues the Cutlery 
Bureau report, “was $40,000,000 per 
year and $48,000,000 represents the 
average retail value of all the cutlery 
made during each year of the following 
census period ending 1914. 

“Since then production by the Amer- 
ican cutlery industry has increased 
enormously and is estimated to have 
had an average retail value of $80,000,- 
000 approximately for the time from 
1914 to 1920 exceeding this figure dur 
ing the last year. 

The value of all the cutlery produced 
in American factories, therefore, dur- 
ing the period from 1914 to 1920 is 
$840,000,000. Add to this imports 
valued at $60,000,000 at retail cost and 
deduct exports of $40,000,000 approxi- 
mately and a grand total of $860,600,- 
000 is obtained. 





Coming Hardware Conventions 


NATIONAL HARDWARE ASSOCIATION 
CONVENTION, Atlantic City, N. J., Oct. 
19, 20, 21, 22, 1920. Hotel headquar- 
ters, Marlborough-Blenheim. T. James 
Fernley, secretary-treasurer, 505 Arch 
Street, Philadelphia, Pa. 

AMERICAN HARDWARE MANUFACTUR- 
ERS’ ASSOCIATION CONVENTION, Atlantic 
City, N. J., Oct. 20, 21, 22, 1920. Hotel 
headquarters, Marlborough-Blenheim. 
I’. D. Mitchell, secretary-treasurer, 
“Woolworth Building, New York City. 

AUTOMOBILE ACCESSORIES BRANCH OF 
‘HE NATIONAL HARDWARE ASSOCIATION 
CONVENTION AND EXHIBITION, Coliseum, 
St. Louis, Mo., Nov. 30, Dec. 1, 2, 3, 
1920. Headquarters, Hotel Statler. T. 
James Fernley, secretary-treasurer, 
505 Arch Street, Philadelphia, Pa. 

TEXAS HARDWARE & IMPLEMENT AS- 
SOCIATION CONVENTION, Dallas, Jan. 18, 
19, 20, 1921. Hotel headquarters, 
Adolphus Hotel. A. M. Cox, secretary, 
i808 Main Street, Dallas. 

PACIFIC NORTHWEST HARDWARE AND 
IMPLEMENT ASSOCIATION CONVENTION, 
Seattle, Wash., Jan. 18, 19, 20, 21, 1921. 
FE. E. Lucas, secretary, Hutton Build- 
ing, Spokane, Wash. 


WESTERN RETAIL IMPLEMENT, VEHI- 
CLE AND HARDWARE ASSOCIATION CON- 
VENTION, Kansas City, Jan. 18, 19, 20, 
H. J. Hodge, secretary, Abilene, 


1921. 
Kan. 
MISSOURI RETAIL HARDWARE Asso- 
CIATION CONVENTION AND EXHIBITION, 
Janters Hotel, St. Louis, Jan. 25, 26, 
1921. FEF. X. Becherer, secretary, 
5106 N. Broadway, St. Louis. 
MOUNTAIN STATES HARDWARE AND 
IMPLEMENT ASSOCIATION CONVENTION, 
Brown Palace Hotel, Denver, Col., Jan. 
25, 26, 27, 1921. W. W. McAllister, 
secretary-treasurer, Boulder, Col. 
KENTUCKY HARDWARE AND IMPLE- 
MENT DEALERS’ ASSOCIATION CONVEN- 
TION AND EXHIBITION, Armory, Louis- 
ville, Jan. 25, 26, 27, 28, 1921. J. M. 
Stone, secretary-treasurer, Sturgis. 
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INDIANA RETAIL HARDWARE ASSSUIA- 
TION, INC., CONVENTION AND EXHIBI- 
TION, Jan. 25, 26, 27, 28, 1921. (Place 
to be announced later.) G. F. Shecly, 
secretary, Argos. 

OREGON RETAIL HARDWARE & IMPLE- 
MENT DEALERS’ ASSOCIATION CONVEN- 
TION, Portland, Jan. 25, 26, 27, 28, 1921. 
Fk. E. Lueas, secretary, Hutton Build- 
ing, Spokane, Wash. 

WISCONSIN RETAIL HARDWARE ASSO- 
CIATION CONVENTION AND EXHIBITION, 
Milwaukee, Feb. 2, 3, 4, 1921. P. J. 
Jacobs, secretary, Stevens Point. 


Meet 


“ASSOCIATION 


PENNSYLVANIA AND ATLANTIC SEA- 
BOARD HARDWARE ASSOCIATION, INC., 
CONVENTION AND EXHIBITION, Phila- 
delphia Commercial Museum, Phila- 
delphia, Feb. 8, 9, 10, 11, 1921. Sharon 
E. Jones, secretary, 1314 Fulton Bu'ld- 
ing, Pittsburgh. 

MICHIGAN RETAIL HARDWARE ASSO- 
CIATION CONVENTION AND EXHIBITION, 
Grand Rapids, Feb. 8, 9, 10, 11, 1921. 
Arthur J. Scott, secretary, Marine City. 
Karl S. Judson, exhibit manager, 245 
Morris Avenue, Grand Rapids. 

OKLAHOMA HARDWARE AND IMPLE- 

MENT ASSOCIATION CONVENTION, Okla- 
homa City, Feb. 8, 9, 10, 1921. W. B. 
Porch, secretary-treasurer, Oklahoma 
City. 
* NortH DAKOTA RETAIL HARDWARE 
AND EXHIBITION, Fargo, 
Feb. 8, 9, 10, 11, 1921. Exhibit will be 
held in the Municipal Auditorium, Feb. 
8, 9,10. C. N. Barnes, secretary, Grand 
Forks. 

CALIFORNIA RETAIL HARDWARE & Im- 
PLEMENT ~ ASSOCIATION CONVENTION, 
San Francisco, Feb. 15, 16, 17, 1921. 
Le Roy Smith, secretary, 112 Market 
Street, San Francisco. 

ILLINOIS RETAIL HARDWARE ASSOCIA- 
TION CONVENTION AND EXHIBITION, 
Hotel Sherman, Chicago, Ill., Feb. 15, 
16, 17, 1921. Leon D. Nish, secretary, 
Elgin. 

MINNESOTA RETAIL HARDWARE ASSO- 
CIATION CONVENTION, St. Paul Audi- 
torium, St. Paul, Feb. 15, 16, 17, 18, 
1921. H.O. Roberts, secretary, Metro- 
politan Life Building, Minneapolis. 

OHIO RETAIL HARDWARE ASSOCIA- 
TION CONVENTION AND EXHIBITION, Co- 
lumbus, Feb. 15, 16, 17, 18, 1921. Hotel 
headquarters, Deshler Hotel. Exhibi- 
tion in Memorial Hall. James B. Car- 
son, secretary, Dayton. 

NEW ENGLAND HARDWARE DEALERS’ 
ASSOCIATION CONVENTION AND EXHIBI- 
TION, Mechanics’ Building, Boston, 
Mass., Feb. 21, 22, 23, 1921. George A. 
Iriel, secretary, 10 High Street, Boston. 

IOwA RETAIL HARDWARE ASSOCIA- 
110N AND EXHIBITION, Des Moines, Feb. 
22, 23, 24, 25, 1921. A. R. Sales, secre- 
tary-treasurer, Mason City. 

SouTH DAKOTA RETAIL HARDWARE 
ASSOCIATION CONVENTION, Sioux Falls, 
Keb. 22, 23, 24, 25, 1921. H. O. Rop- 
erts, secretary, Metropolitan Life 
3uilding, Minneapolis, Minn. 

NEw YorK STATE RETAIL HARDWARE 
ASSOCIATION, INC., CONVENTION AND 
LXHIBITION, Rochester, Feb. 22, 23, 24, 
25, 1921. Hotel headquarters, Powers 
Hotel. Exhibition at Convention Hall 


and Annex. John B. Foley, secretary, 
607-608 City Bank Building, Syracuse, 
N. 2. 

PANHANDLE HARDWARE AND IMPLE- 
MENT ASSOCIATION CONVENTION, Ama- 
rillo, Tex., May 9, 10, 1921. Troy 
Thompson, secretary-treasurer, !al- 
hart, Tex. 

HARDWARE ASSOCIATION OF THE CARO- 
LINAS CONVENTION AND EXHIBITION, 
Greensboro, N. C., May 10, 11, 12, 13, 
1921. Headquarters, O. Henry Hotel, 
T. W. Dixon,  secretary-treasiurer, 
Charlotte, N. C. 

SOUTHEASTERN RETAIL HARDWARE 
AND IMPLEMENT ASSOCIATION, composed 
of Alabama, Florida, Georgia and Ten- 
nessee, Convention and Exhibition, At- 
lanta, Ga., May 17, 18, 19, 20, 1921. 
Walter Harlan, secretary, 701 Grand 
Theater Building, Atlanta, Ga. 


Pittsburgh Dealers Meet 

The first regular fall meeting of the 
Pittsburgh Retail Hardware Dealers’ 
Association was held at Chatham Hotel, 
Pittsburgh, Sept. 24. A. R. Smith of 
Digby & Smith, McKees Rocks, took 
charge of the meeting following the 
Ginner, and there was a general discus- 
sion of the business situation. 

Officers of the association for the 
present year are W. M. Strathern 
Braddock, Pa., president; A. Reed Orr, 
Homestead, Pa., first vice-president; J. 
I’, Schulze, Carnegie, Pa., second vice- 
president; John J. M. Truxall, McKees 
Rocks, Pa., third vice-president; A. R. 
Smith, McKees Rocks, Pa., fourth vice- 
president; Theodore Backoefer, Pitts- 
burgh, treasurer; Charles W. Scar- 
borough, Pittsburgh, secretary. 

Executive Committee: Walter I. 
MeQuiston, Pittsburgh; W. M. Scott, 
Carnegie, Pa.; Samuel Waring, Wil- 
kinsburg, Pa.; E. S. Voegtly, Pitts- 
burgh; C. W. Scarborough, Pittsburgh; 
W. M. Strathern, Braddock, Pa. 

Grievance Committee: George Rome, 
Carnegie, Pa.; George H. Hegner, Se- 
wickley, Pa.; E. N. Trader, McKees- 
port, Pa. 

Suggestions Committee: A. Be 
Smith, McKees Rocks, Pa.; J. M. Scott, 
Carnegie, Pa.; Benjamin Ross, Pitts- 
burgh; J. F. Schulze, Carnegie, Pa.; 
George H. Klauss, Pittsburgh; C. G. 
Wilson, Braddock, Pa.; Charles S. 
Gauger, Pittsburgh. 

Eftertainment Committee: S. ds 
Waring, Wilkinsburg, Pa.; W. F. Me- 
Quiston, Pittsburgh; J. W. Jones, 
Dravosburg, Pa.; George Saupe, Pitts- 
burgh; Louis J. Heckler, Pittsburg». 
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THE RETAIL SALESMAN AND HIS FUTURE 


FQ yHE retail salesman, whose vision extends 
no farther than the minute, the hour or 
the day of his allotted task has passed the 

first milestone on a journey that has no destina- 
tion. After twenty years of service he may know 
how to copy an order correctly and legibly; how 
to wrap a package neatly and methodically, and 
how to tie a string in certain set form. He may 
even know how to sell certain items of merchan- 
dise in an intelligent manner. 

But—he will have no conception of the duties 
of the man from whom he receives hourly instruc- 
tions. He will have solved no advance problems; 
he will have mastered no thoughtful creative sys- 
tem for improving his work or bettering his con- 
dition in life. He will have progressed only in 
years, and will have left behind him the impetus 
of youth and the forceful period of manhood., He 
will have drawn heavily on his reserves of 
strength, and his ambition will have been dis- 
placed by the lethargy of non-achievement. He 
will have lost forever the desire and the possibil- 
ity of creating something new or of doing some- 
thing worth while. 

There is no tangible excuse for his lack of suc- 
cess. His opportunities have been the same as 
those allotted to thousands of others who have 
made good. The blame rests not with any ele- 
ment of luck. It is solely the result of a live-for- 
the-minute philosophy that comes from nowhere 
and leads nowhere. He faced a future fraught 
with possibilities, but he saw only a coil of string 
and a package—a few feet of counter and the face 
of a clock. 

There is always a future for the retail hardware 
salesman who thinks; who studies the merchan- 
dise he handles; who strives to please through an 
intelligent understanding of the desires of those 
he serves; who seeks a reason for advancement 
other than time of service, and when the answer 
is revealed in the word “knowledge,” uses his 
head and his surplus time in attainment of that 
knowledge. 

The successful salesman saves, because he 
realizes that by so doing he is paving the way to 
the accomplishment of his ambitions. He works 
because no true success is won without hard, con- 


Scientious work. He is honest, not because hon- 


esty is the best policy, but because he sees the 
utter fallacy of dishonesty. 

There are hundreds of men behind retail coun- 
ters to-day whose faces are turned toward the 
winding road that leads nowhere. Some have 
their thoughts always centered on the time when 
work ceases and pleasure begins. Others on the 
least possible effort that will insure their weekly 
wage. Still others, while striving to give satis- 
faction in the work outlined for them, fail to 
grasp the importance of gathering knowledge for 
more advanced work—the knowledge that leads 
to promotion and to success. 

For the first two there is little hope. When am- 
bition and good intention are lacking there are 
few pegs on which to hang success. Their feet 
have already struck the incline that leads to 
failure. 

For the one whose heart is right and whose 
fault lies in his habit or trend of thought there is 
hope in abundance. He needs but a word of kind- 
ly advice and helpful suggestions; the literature 
which treats of his life’s work; the helping hand 
of the man whose vision is deeper and broader. 
He stands at a division of the road, but his ticket 


is not yet purchased. To such a man belongs the 


right to an education, as well as a salary. It isa 
real tragedy when such as he travels far on a 
road that leads to naught. 

Those who serve to-day behind the retail coun- 
ters, should be the successful merchants of to- 
morrow—men whose apprenticeship has led to 
well-earned ownership. How many will attain 
the goal? 

Those only who deserve; whose ambitions, de- 
sires and efforts are directed toward that end. 
Now is the time for plans—for vision—for con- 
scientious work—for intelligent thought and 
preparation. There is nothing ahead but monoto- 
nous existence, coupled with failure, for the 
shirker, the waster and the clock-watcher. 

In the success or failure of the retail salesman 
there is a moral responsibility which the mer- 
chant himself must assume. It deals with the 
teaching of those who are susceptible to teaching 
—whose footsteps can be turned from the blank 
wall of failure toward the definite and the real. 

A concerted effort should be made in the hard- 
trail of success and to put a padlocked gate on the 
ware trade to turn thoughtless travel toward the 
road to nowhere. 
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Demand Steadily Grows For Lower ‘Taxes 


Real National Economy To Be Urged On Congress—Future 


Generations Can Help Pay War Debt—Important Labor Ruling 


WASHINGTON, October 4, 1920. 


W ALKING 


up to the Captain’s 


office on September 15, and 
planking down that third 
installment of the 1920 income tax 


must have proven a most painful 
experience in a great many cases, judg- 
ing by the appeals for relief from the 
existing tax schedule that have reached 
Washington during the past fortnight. 
Some of these complaints have been 
merely wails of anguish, but others 
contain some constructive suggestions. 

I made a few remarks on the sub- 
ect of taxation in the course of this 
correspondence a fortnight ago, dealing 
particularly with the great desirability 
of the early repeal of the excess profits 
tax. My brief observations appear to 
have attracted attention in the 
editorial sanctums of several of the big 
daily newspapers and quite a sympo- 
sium of interesting views as to how 
our present burdens can safely be 
reduced has since appeared. 

There can be no doubt that at pres- 
ent the generation of to-day is carrying 
too heavy a load. The burden on busi- 
ness is operating to prevent expansion 
and to discourage enterprise. 


some 


By W. L. CROUNSE 


If we licked the Kaiser to make the 
whole world safe for democracy, the 
next generation will share in the bless- 
ings thus secured and, having shed no 
blood or suffered otherwise, should 
cheerfully bear a good share of the 
burden. By spreading our war debt 
out over a long period of years we can 
cut down our sinking fund require- 
ments to a lower figure than those now 
contemplated and thus ease the strain 
on business at large as well as upon the 
individual taxpayer. 

Let 

This means simply a smaller annual 
charge to redeem war bonds and the 
renewal of some issues as they fall 
due. No difficulty whatever would be 
experienced in carrying out this plan, 
for money is certain to be easier in the 
future than to-day, and the prosperity 
of this great country, present and pros- 
pective, will serve to guarantee the 
soundness of any refunding plan we 
may adopt. 

The necessity for prompt action in 
the matter is emphasized in a recent 
editorial in the Washington Post, which 
constitutes a warning to both the big 
political parties that the country is 
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Coming Generations Pay More 


4 


looking for something more substantial 
than empty promises or high-sounding 


and glittering generalities. The lost 
says: 
Real Economy Needed 
“Both parties have pledged them 


selves to ‘economy’ that may mean 
much or little. With that pledge ful- 


filled to the letter only the surface 
would be scratched. 
“Real reform in taxation requires 


something more far-reaching. The 
country is expecting the Administra- 
tion and the Congress that will be 
chosen in November to take up this 
question of taxes immediately and to 
work out a comprehensive and scientific 
readjustment of present tax laws. 

“While everybody is agreed 
taxes must be reduced, there may 
honest difference of opinion as to how 
best to bring about that result. (ne 
good way not to reduce the tax burden 
is to give support to propaganda urg- 
ing cancellation of the $10,000,000,000 
debt of the allies to the United States. 
There is no reason why the American 
people should be taxed for many years 
to make good this large sum which went 
from their pockets as a loan to tne 


that 


ye an 
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allies and upon which they are to-day 
being taxed to pay the interest which 
the allies have failed to pay. 

“The production of the world must 
pay and can pay this loan without 
injury to any one. The governments 
owing this debt are willing and anxious 
to pay, and ask only time to enable 
them to restore production through 
which they may meet their obligations.” 


This Might Work Well 


A valuable suggestion is made by 
Joseph W. Harriman, the New York 
banker, as to how this may be done to 
the mutual benefit of the allies and this 
country. His plan is the exchange of 
the allied debt, now in the form of 
promissory demand notes, into obliga- 
tions of fixed maturity at terms and 
rates of interest which the allies could 
meet. The new securities could be 
offered to American investors. 

Recent events indicate that 
securities would be well absorbed. The 
proceeds would stimulate commerce 
and could be applied to retirement of 
a like amount of liberty bonds, thus 
relieving the national banks and releas- 
ing credit for use in trade. 

Another very important result 
through such an arrangement would be 
the automatic reduction of the war 
debt from $25,000,000,000 to $15,000,- 
000,000. This would help enormously 
in deflating the currency, would save 
the people millions in taxes yearly, 
release funds for industrial and busi- 
uses and afford holders of such 


such 


ness 


HARDWARE AGE 


allied bonds ample security upon which 
to borrow, if need be, to expand their 
business activities. 

This plan would place the burden 
where it properly belongs. Nothing 
would be added to the obligations of 
the allies; on the contrary the plan 
would facilitate their return to normal. 

Under this plan the present tremen- 
dous interest account would be cut in 
half, and thus part of the unusual tax- 
ation of this time would vanish. 


Congress should give this question 
‘areful consideration. It is manifest 
that substantial relief from taxation 


must be given the American people. 
The Price of a Hat 


Speaking of war bonds and income 
taxes, I noticed a brief scrap of edi- 
torial comment a day or two ago that 
demonstrates that those taking part in 
these interesting discussions are not all 
pessimists. The paragrapher of the 
esteemed New York Herald cheerfully 
remarks: “September 15 has become 
an important financial date. The 
Third Loan coupons are paid just in 
time to meet the third installment of 
the income tax and to buy the fall 
derby.” 

Now, it’s dollars to doughnuts that 
the man who wrote that is still wearing 
his straw hat. If he had tried to buy a 
derby this fall, he would have discov- 
ered that it takes all the interest on the 
Third Liberties and doesn’t leave a 
cent for the income tax. 


Queer Facts About the Income Tax 


FRIEND of mine who is running 

a prosperous business out in the 
Middle West wrote me very indig- 
nantly the other day, that an internal 
revenue “field auditor’ had demanded 
to see his books for 1917. My friend 
refused on the ground that no bona 
fide agent of the Government could be 
interested in income tax returns so old 
as 1917, bygones being bygones. I 
think he thought his visitor was a 
crook who wanted a pretext to get into 
his office and perhaps steal the combi- 
nation of the safe. 

Now, as a matter of fact, my friend 
was entirely wrong. The “auditor” 
was really an agent of the internal 
revenue and he really wanted to see 
my friend’s books for 1917. 

A good many business men will learn 
with genuine surprise that Uncle Sam 
is auditing income tax returns in a 
very thorough and systematic manner, 
“going behind the returns” to book rec- 
ords and making corrections by the 
thousand—by the million before the 
job is finished. The worst of it is the 
work is so far behind the auditors in 
a certain section are still pegging away 
at the returns of 1917 with little hope 
that the task will ever be brought up 
to date. 


“The Past Is Not Yet Passed” 


The average man assumes that the 
returns made a year or two years ago, 





of which nothing has since been heard 
must have been accepted by the Gov 
ernment as in all respects correct. 
Unfortunately this is not so. 

A tax expert speaking before a club 
of Washington business men recently 
furnished some very interesting infor- 
mation on this point. He said: 

“Although we are dealing with the 
present, I may warn you that the past 
is not passed. Many of us have con 
ceived ourselves immune from 
attack or annoyance with respect to cer- 
tain items or matters lying within the 
domain of the income tax. We know 
that examinations have been made ints 


our affairs and that we have heen 
apparently proved in our courses. But 
beware! The Bureau of Internal Rev- 


enue with its tremendous force of clerks 
and accountants is very busy. 
Minute Examinations Made 
“The process being employed, so fa) 
as the outward semblance is concerned, 
is to examine a given case down to a 
given point and then consider it fin 


ished. However, as a matter of fact, 
each new auditor or investigator who 
takes up a later return in the same 


taxpayer’s case is privileged, and usu- 
ally avails himself of his prerogatives, 
to reopen the entire history of the mat- 
ter from the beginning to see if any 
thing has been done differently in one 
year than in another. 


further 
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“As a result, taxpayers who have 
been examined and seemingly exoner- 
ated from any further discussion of, 


say, 1917, are finding themselves daily 
alled upon to review these matters 
because some clerk who has a 1918 or 
later return under consideration enter- 
tains doubts as to the actions and decis- 
ions of his predecessor who covered the 
previous years. 

“Beyond this, let it be borne in mind 
that the decision of such a predecessor 
does not bind the later examiner. He 
may and frequently does take a con- 
trary position, with the result that the 
entire situation must be reviewed and 
re-reviewed time after time, and there 
seems to be no limit to the possibilities. 

“If the present income tax law were 
repealed to-morrow, there is work 
enough in the hands of the Bureau to 
keep the taxpayers of the country busy 
answering questions for the next three 
toe five years, to say nothing of the fact 
that nothing we can conceive will stop 
the 1920 from maturing as 
addition volume.” 


crop 


to this 


an 


Government Getting Fussy 

It is also true that the Government 
is growing very fussy about income 
tax returns. In 1917 and before, the 
attitude of the Bureau was more or 
less liberal in respect to the technicali- 
ties of administration. 

Returns which might be a day or two 
late, if reasonably explained, were 
commenly accepted without complaint. 
Similar matters were allowed to pass 
without criticism if the taxpayer’s atti- 


tude seemed fairly submissive and 
equitable. 
To-day this is not so. Trifling 


delays are being severely dealt with. 
The taxpayer who must handle his 
business under the present standard of 
administration should “watch his step” 
as the tendency is to strictness and the 
exacting of penalties in properly 
founded This is a 


all 


cases. matter you 

cannot afford to overlook 
Sut don’t fall into the traps now 
being set for the unwary by “income 


how you 


tax specialists” who offer to 
now to the 
agreeing to take a 
a part of the saving they are 
you by reducing the 
return. If you do business with one of 
these chaps you may think you are sav 


beat Government, usually 
their compensation 
making 


amount of your 


ing some money, but some day in the 
near future you will wake up and dis- 
cover that you have spent a few hard 
dollars only to get yourself into hot 
ater with the Internal Revenue 
Bureau. 
Eventually If Not Now 
In the end you will not only pay 


+ 


vour full tax, but a penalty besides, not 
to mention what you gave the alleged 
exvert. In this connection 
this little lecture by William Clabough, 


listen to 


a well-known student of income tax 
matters: 
“A new profession has come into 


existence as a result of the income tax. 
May I add that in no profession with 
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which I am familiar is there so large 
a number of ‘fakers’? 

“Every large city is alive with men 
who claim to be specialists. Spec‘al- 
ists especially in the business of devis- 


ing ways and means for escaping 
taxes. 
“Let me warn you against such 


~chemes. If you yield to this tempta- 
tion you will pay their fee and file your 
returns, comfortable in the belief that 
you have been saved from a large part 
of your tax liabilities. 

“So you will continue to feel, maybe 
for several years, but, sooner or later, 
some auditor or examiner will take 
up your case. By that time the expert 
will have disappeared or at least be out 
of touch with your affairs and your 
henefit will be limited to the fact thai 
vou have had the of the money 
saved for a time only, and probably at 
x cost for penalties and interest far in 
excess of any reasonable value of the 
use of this money. There are legiti- 
mate instances where a proper applica- 
tion of the provisions will enable a 
savings, but not to any such extent as 
we are led to believe by the stories 
these experts relate.” 


use 


Bache Favors 


| ECENTLY Jules H. Bache, the 

well-known New York financier, 
had this to say in favor of the so-called 
trade turnover tax: “By no means do 
I claim that the turnover tax is a pana- 
cea. But until something better is 
proposed I declare that it is the one 
on which all to whom the present tax 
evils are brought home should unite and 
inake a determined effort to test, and 
after results have been obtained, decide 
whether or not their is anything better. 


“T should start with the basis that 
al! turnovers should pay a tax of 1 
per cent, but where the turnovers of 


any one individual or other unit be less 
than a sum which can be fixed at, say, 
$300 a month, exemption should be 
granted. There are transactions such 
us speculative ones in grain, merchan- 
dise, coffees, teas, metals or securities, 
either in futures for cash, which 
rarely net more than 1 per cent profit 
and which must necessarily be taxed 
in another way. 

“TI believe the taxes of this country 
in their present form are in a great 
measure responsible for the high living 
cost and the restiveness of labor. While 
it must be admitted that high prices, 
can in the main, be traced to other 
causes than that of taxation, yet there 
can be no doubt that owing to uncer- 
tainties and the amounts of the present 
taxes, the passing on of arbitrary addi- 
tions to prices of commodities by each 
dealer in turn through whose hands the 
commodities pass is largely the cause 
of the high cost of living, since the 
ultimate consumer must bear the brunt 
oft the successive additions. 

“It seems to me self-evident that 
with a tax of 1 per cent on turnover 
ne such exaggerated condition can 


or 
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Worrying About the Income Tax 


Thousands of business men are writ- 
ing to acquaintances in Washington 
asking as to the prospects for the early 
reduction of the corporate or individual 
income taxes. A few have the courage 
to inquire if there is any prospect ‘that 
the income tax laws will be repealed in 
the near future. 

The last question can be answered 
emphatically in the negative. There 
isn’t a chance that this form of tax 
will be abandoned within the next ten 
years—in my humble opinion. 

As to the outlook for lower rates, 
especially in surtaxes, while there is 
no immediate prospect of a change, it 
will come as soon as the Treasury can 
stand it and it will be hastened if the 
business men of the country will stand 
for some other form of tax to provide 


revenue. Here again the retail mer- 
‘handise sales tax or turnover tax 
looms up. 


But the trouble with this tax is that 
the country is divided as to its wisdom 
and the opposition is very active indeed. 
In fact the opponents of this protect 
are working much harder than its advo- 
cates. 


Turnover Tax 


arise since each merchant will 
definitely how much he will have 
pay and can be guided accordingly. 

“T have little patience with the scien- 
tist in taxation who demurs at taxing 
‘the workingman’s breakfast table,’ but 
thinks it all right to throttle the capi- 
tal that would furnish the work which 
provides the breakfast. If the present 
system of taxation continues, the 
breakfast of the workingman will have 
little in it to pay taxes on, since capital 


know 
to 


which furnishes the wages will be 
driven out.” 
The Other Side 
Sut the doctors disagree as to 


whether this is good medicine or not. 
My friend, Clabougn, quoted above on 
the danger of employing income tax 


fakers, has no use whatever for Mr. 
Bache’s scheme. Listen to this: 
“We hear much of a sales tax as a 


substitute fcr other taxes. As a mat- 
ter of fact, the sales tax is a cumula- 
tive evil rising in geometrical progres- 
sion, and a direct burden on the con- 
sumer. 

“To my mind it is the child of propa- 
ganda, emanating from those whose 
interest it is to pass by direction the 
load which is so difficult to pass under 
the present indirect _ possibilities. 
3esides, the sales tax is bound to be 
politically unpopular, because it does 
place the load so immediately and dis- 
tinctly upon the consumers. 

“With all its possibilities, however, 
the sales tax as proposed has never 
been spoken of az a remedy for any- 


thing except one phase or item in our 
present tax which is the excess profits 
tax. This is not the greatest, as we have 
just seen. 


The individual surtax is a 
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much more burdensome matter in the 
larger cases.” 

And there you are! If business men 
disagree on such a comparatively sim- 
ple problem what can you expect of 
our national legislators? 


Employers’ Rights Upheld 


Justice Frederick L. Siddons of the 
District of Columbia Supreme Court 
recently severely jarred the leaders of 
organized labor by handing down a de- 
cision to the effect that employers have 
the right to dismiss employees who 
join labor unions. The text of the 
court’s decision has now become avail- 
able and is worthy of a careful perusal. 

Judge Siddons recognizes the right 
of empleyees to organize and to deal 
collectively as upheld by law and 
courts, but holds that precedents estab- 
lished by the United States Supreme 
Court prevent this right from super- 
seding the right of the employer to fix 
the terms of employment. 

Mahoney and 24 others, employees 
and former employees of the Washing- 
ton and Old Dominion Railroad Com- 
pany, who joined the R. E. Lee local 
Brotherhood of Railway Trainmen at 
Alexandria, Va., brought action against 
the railroad through their attorney, 
declaring that the company had dis- 
charged some of its employees because 
of their affiliation with the union and 
seeking to restrain further dismissals 
of men for this cause and to secure 
the reinstatement of men already dis- 
charged. 

The Right to Strike 


“The right of employees to organize 
in what are popularly termed unions,” 
says Judge Siddons, “is definitely rec- 
ognized by the law, as it has received 
from time to time judicial affirmation 
and recognition. The right to strike, 
that is, the right by concerted action 
to withdraw from a given employment 
in the absence of contracts for employ- 
ment for a definite period of time, is 
also recognized by the law and judicial 
authority. 

“Strikes that are conducted in an 
orderly manner and do not involve vio- 
lation of proverty rights, or the pro- 
duction of public disorder, are but the 
exercise of the right not to work. 

“The right to labor is a_ personal 
right which inheres in the individual 
and as a corollary to that, the right 
not to work must equally be recognized. 

“But with the recognition of these 
rights. that is, the right to belong to 
organization? or labor unions. so-called, 
there is another right which belongs to 
the employer and that right is one to 
impose conditions upon those who seek 
employment from a given employer, be 
that employer an individual or a cor- 
poration.” 

The opinion then refers to the case 
of Adair against the United States. in 
which the Supreme Court of the United 
States held unconstitutional the act of 
Congress approved June 1, 1898, which 
attempted to make it an offense, pun- 
ishable by a fine of not less than $100 
ror more than $1.000 for any employer 
to enter into an agreement containing 
as a condition of employment that the 


(Continued on page 126) 














October 7, 1920 


HARDWARE AGE 


Is the Motor Vehicle Owner Paying His Way? 


N view of the large expenditures 
4 which are planned for highway im- 
provement, it is interesting to note 
whether or not the motor vehicle owner 
is paying a fair amount for the use of 
the roads which are available at the 
present time. In this connection, R. E. 
Fulton, vice-president of the Interna- 
tional Motor Company, in a recent in- 





Kee ping the 


terview expressed the opinion that the 
motor vehicle owner is certainly pay- 
ing in full for the use of the roads, 
and gave some interesting figures to 
prove his contention. 

“Motor vehicle owners in 1918,” said 
Mr. Fulton, “paid $50,000,000 in auto- 
mobile license fees to the various states. 
Including personal property taxes 


TRADE 


C. R. Kierulff & Co., 757 South Los 
Angeles Street, Los Angeles, Cal., has 
been organized to manufacture electri- 
cal specialties. C. R. Kierulff, 32 North 
Wilton Place, heads the company. 

The Harrisville Hardware Co., Har- 
risville, N. Y., has been incorporated 
with a capital of $20,000 by H. J. Cor- 
bitt, F. H. Kimball and J. L. Humes, to 
manufacture hardware products and 
other metal goods. 

The Westcott Rule Co., Seneca Falls, 
N. Y., manufacturer of metal and wood 
rules, steel measuring tapes, etc., has 
awarded all miscellaneous contracts for 
a two-story addition 75 x 226 ft. 

Charles S. Beardsley has accepted 
the position of sales manager of the 
Apex Electrical Distributing Co., Cleve- 
land, Ohio, after a very successful con- 
nection with United Electric Co., Can- 
ton, Ohio, where for three years he was 
general manager. 

The American Brush Mfg. Associa- 
tion held its annual convention at the 





Draper Hotel, Northampton, Mass., 
Sept. 23 and 24. William Cordes, 
general manager Florence Mfg. Co. 


presided at the first morning session, 
which was devoted to the toilet brush 





levied on cars in some states, excise 
and local charges, it is estimated that 
car owners paid no less than $150,000,- 
000. In addition, motor vehicle manu- 
facturers paid $33,000,000 in taxes to 
the Federal Government. This is a 
total of about $25 for every car built. 
Out of 2,500,000 miles of highway in 
the United States only 6,250 are equal 
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bia Chemical Co. is proposed to insure 
the glass company of a supply of soda 
ash. The proposed merger already has 
been approved by the board of directors 
of the Pittsburgh Plate Glass Co. 


The Phenix Mfg. Co., Lowell, Mass., 
has begun the manufacture of an im 
proved model of automatic pistol, hav 
ing on its books sufficient business 
keep it in operation during the 


full 
next two years. The company occupies 


to 














highways in condition is a big 
to the demands of heavy duty traffic. 
Motor vehicles, therefore, pay a total 
sum amounting to $75 per mile for 
every mile of highway in the United 
States, improved or unimproved. For 
every mile capable of carrying heavy 
duty motor traffic motor vehicles pay 
yearly a sum equal to $24,000 per 
mile.” 


NOTES 
division. In the afternoon of the first 
day there was a meeting of the paint, 
household and industrial brush division, 
and an inspection of the Florence Mfg. 
Co.’s plant. That evening the banquet 
was held, with the Florence Mfg. Co. 
the host. Friday there was a joint 
meeting of all divisions and talks by 
Dr. S. Dana Hubbard, New York City 
Department of Health; John Oster- 
mann, Jr.; Albert McEwen and Herman 
Conheim, New York; P. A. Surgeor 
and H. E. Hasseltine, Washington; and 
W. H. Davis, Kane, Pa. 
Franklin K. Brown 
stock of hardware from 
108 Cambridge St., Boston. Mr. Brow: 
will shortly incorporate his 
and take his into the firm. 
Consolidation of the Columbia Chemi- 
and the Patton it] 
Pittsburgh Plate Glass Co., wi 
$30,734,200, is 


has moved his 
128 to 106 and 


Dusiness 


son 


cal Co. aint Co. with 


+ 


he 
l 





capitalization of pro- 
posed in a letter to stockholders of 
latter company from William L. Clause, 
‘hairman of the board of 
dated Sept. 17. The Pittsburgh Plate 
Glass Co. already has the controlling 
interest in four paint and varnish com- 
panies comprising the Patton-Pitcairn 
interests and acquisition of the Colum- 


he 


directors, 





financial 


the fifth and sixth fidors of the Bur- 
gess-Lang Building, 341 Middlesex St., 
erected in 1916. The fifth floor is given 


over to production, while the stock 
room, finishing, assembling and ship 
ping departments and general office 
are on the floor above. 

Elias S. Peck, one of the oldest hard 
ware merchants of Greenwich, Conn., 
died at his home there recently. He re- 
tired from active business about a year 
igo. 

William H. Mixer, vice-president of 
the United American Metals Corpora 
tion, Brooklyn, N. Y., died at his home 
in Berkeley, Cal., recently. 

M. D. Woodruff, a retired hardware 
merchant of Knoxville, Iowa, died at 
his home recently in his eighty-fourth 
year. Forty years ago he entered the 
hardware busines partnership with 
his brother, Elias B., which continued 
until 1907, when the firm was dissolved 
He is survived by one son. 

The Plymouth Cordage Co., Ply- 


mouth, Mass., for the year ended July 
31, of $23,400,000. 
Its annual statement shows total a 

s and liabil $25,075,121, con 
418, 


vith 


last, reports sales 


set abilities of 
$28,624,709 
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Joseph B. Linton, contract and esti 
mating department, P. & P. 
Division, American Hardware Corpora 
tion, New Britain, Conn., has 
Mr. Linton was with 
about twenty-five ye 

The C. S. Angell 
ware jobbers, on and 


be located at 1 


Corbin 
resigned. 
the company for 
ars. 

Co., Bo ton, 
after Oct. 
nd 
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having outgrown its prese 


207 Congress St. 











A Suggestion Page for Motorists in Your Store Paper 





Boosting the Pipeless Furnace—Week-end Special Sale Ad 


A Readable Store Paper Page 
No. 1 (8 in. x 11 in.) 
The “Road and Garage” page has be- 
come a permanent monthly feature of 





The American Eagle, the comprehen- 
sive store paper published by the 
3 FRIDAY AND SATURDAY 
Guaranteed Jackknives . $1.00 
10-inch Money Wrench 960c 
6-foot Folding Rule 50c 
\iquid Veneer Mop .$1.35 
Adjustable Hack Saw Frames 50c 
‘4.50 Universal Lunch Kits $3.95 
Star Floor Varnish, gallon $3.50 
Thermos Vacuum Bottles $2.65 
Simmons Furnace Scoops 95c 
10-inch Ratchet Bit Braces $3.25 
Sargent Smooth Planes $4.00 

WATCH OUR WINDOWS 
SCHOOL STREET 











heatuing week-end specials 


American Hardware Stores of Bridge- 
port, Conn. 

We believe this page to be one of the 
most valuable store paper features that 
could possibly be planned. And to of- 
fer a practical demonstration of the 
cpportunity afforded by such a page, 
we refer you to this reproduced talk on 
motor bearings. 

If you run an auto, you’ll read over 
the first sentence of this talk and then 
you'll become so interested that you'll 
read through to the very end. 

An article like this does a great deal 
more than boost business for the store 
along any certain line. It breeds con- 
fidence and confidence is the merchant’s 
vreatest single asset. 

One can hardly absorb this oil story 
without feeling that the American 


stores look closely into things they of- 
it oil, acces- 


fer to their customers, he 





sories or any other article of hardware. 

Then the article gives the motorist 
some very important information which 
he appreciates and which makes him a 
closer reader of The Eagle. It is sort 
of an article that is about 90 per cent 
for the customer and 10 per cent for 
the dealer and customers recognize and 








Fe 
My Cooking and 
All My Canning 


“Much time that I 


formerly spent in the kitchen, I now 
have to devote to the other ag ae, s fancy work 
or an bour’s recreation awa 


The money it 
Bt tt A TY wonderful” 





4 aye the mace taste 60 much 
In it the “gel gerdeediomsealy and 
and came Ik 
meals when she is 


A, eparing a whe dean inn tages pean oer one 
nd xsors in the 





The Big HARDWARE Store 


3 Sizes: $25.00, $33.00 and $40.00 


It is not all knowing how and taking pains. You have 
got to have good equipment to insure against loss of your 
time and waste of valuable food. We take great care to 
obtain the canners, jar holders and racks, rubbers, can tops, 
etc. that are known to be most successful. 


Come in and talk it over with us. 


—— COPPER STOCK POTS 


NS: $8.25-—-Today-—-"o° $9.75 
Burke & Wright Hardware 


908 S. Genesee %. Phone 372 Waukegan, Illinois 














Seasonal ideas are shown here 
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appreciate this disinterestedness and it 
is a paying proposition for any hard- 
ware dealer to blow the customer’s 
bugle harder than his own every once 
in a while—especially in a store paper. 
Such articles make a store paper anti- 





Better Heating for Less Money 


Heating a house with one 


pipe and one register 
the latest development 
Hot ase rises and cold air 


falls, that starts the air 
circulating. Keep warm 
air coming all the time 
and very soon you have 
no really cold air—sorme 
48 just warmer than the 
rest. That's 
on which the 


Andes One-Pipe 
Furnace 


the principle 





works. 


Just thifk! For no more fuel than it takes ta heat 
one room—or two at the most—you heat yur whole house 
The answer is told in one work—DE SIGN Call at our 

ore and see the ANDES ONE-PIPE. Furnace—or write 














us s about it 
BuctSnan} fardwareG 
RICHF igo SPRINGSNY. 
3 
A timely ad for any pans 


cipated and read from cover to cover. 

Merchants are following the lead of 
manufacturers in this respect. They 
have discovered that broad treatment of 
advertising pays bigger sometimes than 
circumscribed appeal—the eager effort 
of the advertiser to boost his own pro- 
position to the exclusion of all else. 

Look through the pages of perivdi 
cals to-day and you will see many ads 
that are part of a campaign based on 
giving the public something in the way 
of advice, suggestion and information 
in addition to purely commercial ap 
peal. 

No real human being forgets a good 
turn, be it ever so small, and the buy- 
ing public responds to the advertiser 
who shows plainly that he has his cus- 
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tomer’s interests at heart along with 
his natural desire to make money. 

The world changes and pages like 
this one from The American Eagle are 
the finest kind of sales propaganda for 
any store. 


For the Week-end 


No. 2 (2 cols. x 5 in.) 

The Friday and Saturday specials ad 
was sent us by Gatz & Kindler of 
Webster, Mass. These live dealers tell 
us that they rely upon newspaper ad- 
vertising and window displays which 
tie up to the advertising. 

Every week-end they run an ad like 
the one reproduced. Often they run 
ic in a larger space than the 2 columns 
by 5 inches. 

As will be seen, there is no copy at 
all in this ad—the prices do all the 
telking. 

It will be also noticed that the ad 
mentions the window display and right 
here is an opportune time to suge¢est 
that more dealers do this thing. We 
have been surprised on writing vari 
ous dealers and learning that although 
their window displays tie up to the 
ads, there is no set policy of referring 
to the windows in the ad. 

This is a point which should not be 
overlooked. Every time you run a win 
dow display in connection with your 
newspaper advertising, be sure to refer 
to it in each and every ad. 


A Popular Type of Furnace 


No. 3 (2 cols. x 6 in.) 

The pipeless or one-pipe furnace has 
enjoyed a vogue seldom achieved by any 
new article of radical design. The de- 
mand for this type of furnace is in- 
creasing daily. This demand is made 
greater by two contributing factors in 
the building and in the labor situations. 

The high cost of building is respon- 
sible for a greater number of small 
houses that can be adequately heated 
by the pipeless furnace and these small 
houses are also preferred because of 
the shortage of domestic help neces- 
sary in the case of larger homes. 

Therefore, the pipeless furnace fills 
a present-day demand and fills it to the 
obvious satisfaction of thousands of 
home owners. 

In advertising this type of furnace, 


we would suggest that these points 
above mentioned be strongly em- 


phasized in the text matter. 

The copy in the pipeless furnace ad 
sent us by the Buchanan Hardware is 
well written although it does not men- 
tion the fact that the pipeless furnace 
is one of the big helps to solve the 
present-day problems confronting the 
home builder, or, at least, some of 
them. 


What the copy does emphasize, how- 
ever, is the economy of the furnace, its 
mode of operation and the correct prin- 
ciple behind its design. 

In these days of high building costs, 
the simple installation of the pipeless 
furnace should be brought forcibly to 
the attention of the reader. The writer 
knows of a suburban friend who put 
one up all by himself and considered it 
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Your Motor Bearings a Chance 
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a comparatively easy job. Its ease of 
setting up is surely a great big point 
for the hardware adman who is featur- 
ing pipeless furnaces. 


Merchandising Conference 

More than 300 retailers from vari- 
ous parts of the country were in Chi 
It cago Tuesday, attending a merchandise 


We call attention to this cut. Ber rater 5 i> inthae Seeethe 
shows the construction and principle of COM*eTence Sponsored by Baer er 
the furnace very clearly ers, wholesalers of general merchan- 

7 ‘s aid dise. 
Canning Outfits The conference, which was held at 
No. 4. (83 cols. x 16 in.) the butler Building, on Canal and Ran 
3urke & Wright Hardware Co., Wau- ‘io!ph Streets, considered important 


kegan, Ill., sent us this ad on canning problems of buying, advertising and 
outfits and it will be seen that it is a selling, and settled merchandising poli- 
very neat combination of a ready-made cies that will be followed during the 
ad with local copy. As an exhibit in next six months. 

A program of strong addresses had 


this connection, we recommand it 
strongly to your attention. No one been arranged. Among the speakers 
would think that this is actually a were Leroy Goddard, of the State Bank 


two-part ad so wel! has the combination of Chicago; E. J. Hested, Hested Stores 


been effected. Co., Fairbury, Neb., and G. A. Garver, 
Canning is going on and the late sea- of Strassburg, Ohio. Marvin B. Pool, 

son for grapes and other fruits will Manager of Butler Brothers’ Chicago 

make an ad along these lines bring re- house, presided. 

sults. The subjects discussed included ad- 


vertising, finances, store display, com- 
munity betterment, promotion of the 
farm trade and the employee compen- 
sation. 


The reasonable price of this outfit 
should make it very popular with the 
housewife who desires to save effort 
and at the same time get results. 
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MARKET REPORTS 


on TRADE CONDITIONS 


IN HARDWARE, IRON AND STEEL, ETC. 


A REVIEW OF THE WEEK’S BUSINESS, WITH NOTES ON TENDENCIES PREVAILING IN VARIOUS TERRITORIES 
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Oliver Brothers, Inc., Market Letter 


4 ANY of our clients are re- 
questing our views on pres- 
as 


ent and future market condi- 
tions and, while giving our personal 
expressions, nevertheless the situa- 
tion is such that it is difficult to fore- 
cast with any degree of certainty. 

In our previous Market Letter of 
April 28, we expressed the opinion 
that the peak of prices had been 
reached in the basic commodities of 
iron and steel. At that time we had 
in mind principally the market prices 
adopted by the so-called independent 
manufacturers which were in reality 
quite a premium over the prices 
quoted by the Steel Corporation and 
held by them since March, 1919. 

Since the time we made this pre- 
diction there have been here and 
there reductions in these so-called 
premium prices, but there has been 
no appreciable reduction on wire 
products, 

In the letter above referred to we 
indicated the belief that in six 
months some of the prevailing high 
prices would disappear. As far as 
finished hardware lines are con- 
cerned, however, there have been 
various advances in price to a greater 
or less degree. 

The finished hardware lines there- 
fore have proven the exception to the 
general market, considering all com- 
modities, because there have been no 
advances in most basic materials af- 
fecting hardware lines while in other 
trades, such as wool, cotton, silk, 
leather and rubber industries, appre- 
ciable reductions have taken place 
from various causes. 

The chief of these causes seems to 
be the acute credit crisis from which 
we seem to be gradually emerging. 
Through the efforts of the Federal 
Reserve Bank credit has been cur- 
tailed to a considerable extent. It is, 
nevertheless, true that high money 
rates still prevail and money under 
normal conditions should grow in 
greater rather than less demand as 


the fall season approaches with its 
large demand on credit, principally 
for the movement of crops. The bor- 
rowing power of the country there- 
fore is considerably curtailed at the 
present time and will be for possibly 
several months to come, but the 
healthy feature is that the credit sit- 
uation seems to be firmly under con- 
trol, and, unless something unforesen 
happens, no unfortunate crisis will 
develop. 

It is safe to state that we have had 
no opportunity during 1920 to oper- 
ate under normal conditions and to 
test the effect on the market of nor- 
mal supply and demand. We have 
faced and survived a series of general 
strikes, car shortages, and embargoes 
on shipments from the Pittsburgh 
district, resulting at one time in 
probably two or three million tons of 
congested freight applying to the 
iron and steel and hardware lines, 
which represented tied up funds or 
frozen credits. Yet, the jobbers, an- 
ticipating daily relief, were compelled 
to keep their stocks supplied for cur- 
rent requirements through the me- 
dium of nvaying premium prices for 
more or less spot material. 

The railroad situation is improving 
daily, and stocks are reaching the 
jobbers more nearly, normal with the 
probable result that the wholesalers 
will become more and more inclined 
to refrain from paying premium 
prices for quick delivery. The gen- 
eral indications are therefore that 
soon we will be in a position to put 
to a fair test the ordinary process of 
supply and demand. 

It seems to be the concensus of 
opinion that a perfectly normal sup- 
ply will not be exceeded by the de- 
mand for some little time to come, 
and we are inclined to repeat what 
we stated in previous letters that the 
shortage was not caused by abnor- 
mal demand, but by subnormal sup- 
ply, precipitated by various abnor- 
mal causes. 
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The demand in a great many lines 
is already curtailed with the result 
that the labor shortage is not nearly 
as acute as formerly. In fact, in some 
sections of the country a surplus of 
labor seems to be developing; this ap- 
plies particularly in the automobile 
districts and some of the principal 
dry goods centers, and we have in 
mind that in the rubber industries in 
Akron alone there has been a lay off 
of approximately 35,000 men. The 
result is that labor is apparently be- 
coming more efficient and more will- 
ing to give a full day’s work for a full 
day’s pay, resulting in supply making 
rapid strides on demand in the lines 
where there were the principal short- 
ages. 

It is perfectly clear that conserva- 
tism has been the watchword this en- 
tire year and there has been no in- 
centive to place large stock orders at 
the exceptionally high prices prevail- 
ing. Jobbers stocks, therefore, are 
possibly a little below normal, and it 
has been a consistent policy to buy a 
little more than was actually needed. 
The concensus of opinion, however, 
is that the retail business has been 
excellent throughout the year and is 
generally reporting large sales. 

As stated before, on account of the 
shortage of credit and the high 
prices, the housing problem has 
barely been touched and the situation 
is now so serious that it must be 
solved, if not by individual investors, 
then by co-operation of the larger 
financial institutions and_ possibly 
with the aid of Federal or State 
funds. To rush the housing program, 
it would seem essential that some 
united effort be made for the reduc- 
tion of building materials, possibly 
by a patriotic appeal toward this 
end and probably through the ordi- 
nary channels of regular market re- 
ductions. At the present prices, how- 
ever, builders consider it bad busi- 
ness to indulge in building pro- 
grams which represent permanent 
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investments such as apartment 
houses, etc., because, while the return 
on their investment in the way of 
dividends would probably be adequate 
this year and possibly next year, in 
the long run, when rents are reduced 
to nearly a normal level, the returns 
would not by any means compensate 
them for the investment made at to- 
day’s prices. 

Railroad buying has not yet de- 
veloped to any great extent; in fact, 
it is more or less of a disappointment 
and railroads apparently are just as 
conservative as the merchants of the 
country. 

The shipbuilding program is also 
a disappointment; the shrinkage in 
American yards since Jan. 1 be- 
ing nearly one half million gross tons 
and the effect has been a noticeable 
easing off in the labor market. 

Our export trade, especially in the 
steel and metal field, is under normal, 
caused by the continued low rate of 
exchange, the unsettled conditions in 
Europe, and the fact that European 
production is increasing. 

There can hardly be a return to 
normal conditions in the export 
trade with the situation in Europe 
as it is. The encouraging feature, 
however, in connection with Europe 
is that immigration into this country 
is now at such a rate that it taxes the 
facilities of transportation. 

Referring again to the prices of 
raw materials, especially the pre- 
ium prices of the independent man- 
ufacturers, it might be interesting to 
note that, based on their prices of 
March, 1919, the Steel Corporation 
in the last year has shipped against 
its orders 13,000,000 net tons, the 
bulk of which at least 10,000,000 tons 
were domestic consumption; this 
means that between 40 per cent and 
50 per cent of the total amount of 
steel produced in the country during 

‘this last year was furnished at the 
Corporation prices of 1919. 
We have heretofore contended that 


Office of Hakoware AGE, 
New York, October 4, 1920 
~ ENERAL business in the New 


J York hardware market continues 
- quiet. Jobbers report, however, 
that they are receiving quite a number 
of future orders that are in every re- 
spect satisfactory. 

Dealers in this section seem to be 
enjoying unusually good business. The 
public continues to buy what it needs, 
and its needs seem to insatiable 
for hardware. 

Jobbers say that they are still con- 
fronted with shortages in many lines, 
and that in spite of all talk and rumor 
about declining prices they do not look 


be 


HARDWARE AGE 

these prices would not be advanced, 
but at the present time it is some- 
what hazardous to adhere to this con- 
tention because of the increased 
railroad freight rates. In fact, we 
have in mind now the change in the 
extras on wire nails, the first change 
in extras in over twenty years, but 
this, while an advance, is really more 
in the nature of an adjustment to se- 
cure the proper differential between 
the price of finished and the raw ma- 
terials. It is our personal impression, 
based on the broad, patriotic policy 
and rare judgment shown by the 
Steel Corporation in holding to the 
old prices that they will be inclined 
to absorb the freight advances and 
declare no price advances at the pres- 
ent time. 

We believe all of our clients have 
our Iron and Steel chart showing 
the market prices on the leading lines 
over a period of twenty-two years 
and also our Hardware chart, pub- 
lished in the spring, showing the 
prices and discounts on an assort- 
ment of leading hardware and kind- 
red lines over a period of sixteen 
years. It might be interesting to 
compare these two charts and note 
the general price movements, and 
that in every instance of a price 
movement iron and steel prices ad- 
vanced or declined, as the case may 
be, a period of two or three months 
ahead of the hardware changes, but 
practically the same ratio was always 
maintained between the two move- 
ments. 

In the foregoing we are merely re- 
citing facts no doubt familiar to all 
of our clients, but conditions as ex- 
isting indicate that the world is still 
short of necessaries, that there is no 
overstocking in this country, that in 
certain directions there are pressing 
needs for materials and that the de- 
mand is limited because of the high 
prices prevailing and the serious 
credit situation. ; 

It is the general opinion of the 


NEW YORK 


for any recession in many lines for 
some time to come 
During the past week a number of 


advances came through, and are given 
in the body of this report in bold face 
type. 

Ash Sifters.—The demand for sifters 


continues fair at slightly easier prices. 
Galvanized ash ifters. f.o.b. New York, 
12 x 12 in., $2.71 per doz Rotary ash sift- 
ers, loose, $39 per doz.; crated lots, $42 
per doz. 
Axe Brackets.—A_ recent advence 


was made on these items by some of 
the local jobbers. 


Axe brackets, set consists of one axe and 
one 


handle holder, plain steel, $4.21 per 
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leading banking interests and other 
economists and thoughtful men of the 
country that the peak of prices has 
been reached and there should be an 
effort to return to more normal con- 
ditions represented by gradual reduc- 
tions to a safer and saner level. 

Many of the leading commodities 
have already been affected, but to 
date apparently the iron and steel 
trade remains untouched; and con- 
sidering the many varied manufac- 
turing, industrial, and other interests 
affected by the basic prices of iron 
and steel, it would seem reasonable to 
predict a lowering of values in the 
near future, but which may be car- 
ried over into next year. We have 
had in the past few months contin- 
ued advances in finished products, 
especially in the hardware lines. 
Labor is also rampant in its demands. 
Yet we feel that labor is seeing the 
handwriting on the wall, for, with 
increased immigration and the clos- 
ing down of many factories, they are 
trying to force the issue while the 
“going is good.” In like manner we 
believe that many of these advances 
by factories are following the same 
spirit; but the factories have some 
axcuse represented by the tremendous 
high price of coal, which is already 
showing declines from the high peak. 

Jobbing stocks must be maintained 
and season goods must be anticipated 
even at the risk of a decline, and we 
believe all merchants generally are 
reconciled to the fact that eventually 
losses must be taken on their inven- 
tory; yet our belief is what we have 
repeated in previous letters, that it 
is the part of wisdom to purchase 
conservatively. 

We are not anticipating any radical 
declines, but we look for moderate 
slow reductions to a point where it 
appears reasonable. When this level 
is reached we would anticipate good 
business and several more years of 


prosperity. Yours very truly, 

OLIVER BROTHERS, INC. 
doz. sets.; polished brass, $5.31 per doz. 
sets. 

Bolts and Nuts.—The supply in the 
local market for both bolts and nuts 
is somewhat improved, jobbers say 
though there is still somewhat of a 
shortage in some items. The demand 
is very active throughout this whole 
section. 

c's mor riage olt t Z ir 

Zz que | i per cet thou 
on jobber t juetin it Mach 
bol all size plu per cent Ste 
bolt 9, MO an per cent to 60 and o p 
en Comme ir bolt “Wop nt 
Sink bolt ) ) and per er 
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Hexagon machine rew nuts on, 10 pe 
ent bras 4/32 to 8/32 in yO poer ent 
19/32 to 12/32 1% and 5 per cent: 14/9 








rod, 25 per cent. 


in., 333% per cent. Stove 
washers, 40 per cent 


Lock 
Semi-finished hexagon nuts, 9/16 and 


smaller, 40 per cent; % and larger, 40 per 
cent. Lag screws, less 10 and 5 per cent. 

Christmas Tree Holders.—Practically 
all business that is being done in this 
line is at present confined to futures. 

(Christmas tree stands, iron, ja- 
panned, striped with gold bronze, $10 per 
doz. to $16.75 pér doz. 


Cement Tools.—New discounts have 
been made by some firms on cement 
tools. New list prices will be given 
in next week’s report. 

Cotton Gloves.—New prices have 
been established by some of the local 
firms for these items, which are in 
fair demand at the present time. 


White canton flannel with knit cotton 
wrists, light model, $2 per doz.; heavy 
model, $2.85 per doz. Gauntlet model, with 
stiffened cuffs, $2.85 per doz.; leather faced, 
$4.80 per doz. 


Carpet Beaters.—Price changes oc- 
curred during the past week for these 
items, which are at present in some- 
what mild demand. 


Graded wire, galvanized, carpet beaters, 
$2 per doz. Spring steel wire, tinned, full 
spring head, six wires, 28 in., $2.25 per 
doz.; 32 in., $2.75 per doz. 


Curtain Poles and Rods.—The demand 
for curtain poles and rods continues 
in fairly healthy condition. Slight al- 
terations in prices are noted herewith. 


cast 


Prevailing quotations are: 1 in. mahog- 
any and oak pole, 5%c. per ft.; 13% in. ma- 
hogany and oak pole, 8c. per ft.; wooden 
curtain poles, brass covered, 1 in., 17%4c. 
per ft.; same, 1% in., 22%4c. per ft. 

“Kirsch” single extension rods, velvet 
finish, $3.20 per doz.; white finish, $4.30 
per doz.; brass, $3.20 per doz. Double ex- 
tension rods, velvet finish, $6 per doz.; 


white, $8.70 per doz.; brass $7.90 per doz 


Galvanized Ware.—There has been 
little change in the local galvanized 
sheet market. Shipments are said to 
be poor and local stocks low. Light 


sheets are reported extremely hard to 
get. Pails and tubs are in good de- 
mand and not over plentiful. 


sheet is being 
to $12 base per 
$5; 10-qt., 


No. 


Gal- 


quoted 
100 Ib. 


$5.75; 


Galvanized 
28 gage, $11 
vanized pails, 8-qt., 
$6.65; 16-qt., $8.99; heavy, 12-qt., ; 
heavy, 16-qt., $12 Wash tubs, No. 1, 
$16.80; No. 2, $18.60; No. 3, $22.50; all per 
dozen, 

Game Traps.—Business for traps is 
at present very slow. Jobbers, how- 
ever, report that they are receiving 
quite a number of future orders, and 
there has been some doubt expressed 
about the adequacy of local stocks to 
meet all the requirements. 


Jump traps (Blake & Lamb), with chains, 
‘ 5 doz. ; 








No. 0, $2 per doz.; No. 1, $2.95 per 

No. 14%, $4.50 per doz.; No. 2, $7 per doz.; 

No. 3, $9.47 per doz.; No. 4, $11.07 per doz 
Triumph traps, with chains, No. 10, $1.85 

per doz.; No. 11, $2.15 per doz.; No. 11%, 

$3.30 per doz.; No. 12, $4.60 per doz.; No. 


13, $7.84 per doz.; No. 


14, $9.40 per doz. 
No. 0, $1. 


with- 


Victor traps, 71 per doz.; 
out chains, $1.34. No. 1, $2.01 per doz.; 
without chains, $1.52; No. 1%, $3.05 per 
doz.; without chains, $2.44 No. 3, with 
chains, $7.15 per doz No. 4, with chains, 
$8.60 per doz. No. 1 Giant, with chains, 
$2.66 per doz. 

Oneida jump traps, No. 0, with chains, 


per doz.; without chains, $1.75 No. 


7 
$2.75 per 


! doz.; without chains, $2.12. 
No. 1%, $4.12 per doz.; without chains, 
$3.25. No. 12, with chains, $7.12. No 
91144, with chains, $5.25 per doz 


. Garden Tools.—The future demand 
for spring goods is beginning to show 
growing indications.' During the past 
week new prices were issued by some 
of the local jobbers, part of which is 
as follows: 
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Malleable iron rakes, 10 tooth, $4.90 per 
doz.; 12 tooth, $5.35 per doz.; 14 tooth, $5.75 
per doz.; 16 tooth, $6.25 per doz. Wooden 
lawn rakes, 2 wood bows, 18 teeth, 5 ft. 
handle, varnished head, $5.75 per doz.; 
wooden lawn rakes, 3 metal bows, 24 teeth, 
bent handle, varnished head, $9 per doz. 
Wire lawn rakes, all steel, tinned, iron 
socket, wooden handle, 20 teeth, $7 per 
doz.; 24 teeth, $11.10 per doz. 

Spading forks, D handle, strapped, malle- 
able, 4 tines, bronze finish,- $12 per doz. 
Wooden D handle, strapped, 4 tines, $18.20 
per doz.; 4 tines, extra heavy, wooden D 
handle, $18.99 per doz. 


Manure forks, 4 tines, strapped, 414 ft. 
handle, $13.50 per doz.; 5 tines, strapped 
ferrule, $17.29 per doz. 

Hay forks, 2 tines, 514 ft. handle, plain 
ferrule, $14.11 per doz.; 3 tines, strapped 


ferrule, 5% ft. handle, $14.75. 

Furnace Scoops.—The demand for 
scoops is largely confined to futures 
although there is some small amount 
of spot business being done. Prices 
remain unchanged. 

Hollow back furnace scoops, $10.53 per 
doz., less 5 per cent for bundle lots. Riv- 


eted back furnace scoops, $14.21 per doz., 
less 5 per cent for bundle lots. 

Ice Skates.—There is a good deal of 
future interest being manifested for 
ice skates in the local market and also 
some apprehension felt by many job- 
bers that there is going to be serious 
shortages during the height of the 
season. : 

Ice skates, runners of cast steel, polished, 
$1.04 per pair; ladies’ style, $1.31. Men’s 
hockey skates, cast steel blades, nickel 
plated, $1.40 per pair; ladies’, same, $1.83 
per pair. Hardened steel blades, nickel 
plated, $1.88 per pair; girls’, same, $2.48 
Tempered steel blades, extra polished, full 
nickel plated, all sizes, $2.75 per pair. 

Jar Rings.—Interest continues active 
for preserving articles of all kinds. 
Prices are firm. 

“Goodluck”’ jar rings in 6 gross lots are 
in case lots of 12 gross, the 


95c. the gross; 
price per gross is 90c. “Red Giant” jar 
rings, 75c. per gross in single gross lots. 
“Sterling” jar rings, 40c. per gross in single 
gross lots. Fruit jar wrenches, 90c. per 
doz. 

Jelly Strainers.—Jelly strainers are 
still in good demand, although last 


week’s sales fell off somewhat as most 


of the local dealers have adequate 
stocks. 
Stationary or table wire jelly strainer 


Folding 
strainer, 


with cloth strainer, $5.25 per doz. 
or bowl wire strainer, with cloth 


Lanterns.—The past week saw some 
improvement in the supply on the local 
market and the demand is still quite 


active. Prices are unchanged. 
Hy-Lo tin lanterns, $9 per doz.; Victor 
tin lanterns, $9.25 per doz.; Monarch tin 


lanterns, $10.25 per doz.; Junior Brass lan- 





terns, $18 per doz.; Blizzard tin lanterns, 
$1 5 per doz.; Buckeye Dash lanterns, 
$14.25 per doz.; Roadster wagon lanterns, 
$18.25 per doz.; Eureka driving lanterns, 
plain lens, $19 per doz.; watchman’s mill 
lanterns, enamel finish, $25 per doz.; Im 


perial platform lanterns, $9.75 each. 

Hose Nozzles.—Price changes were 
made on these items during the past 
week as follows: 

Polished cast brass for 4%-in. hose, 
$7.40 per doz. Extra heavy, $8 per 
doz. Hose clamps, wrought metal, 
with bolt, are being quoted 48c. per 
doz. Galvanized metal, list plus 15 
per cent. 

Linseed Oil.—The market for oil is 
somewhat uncertain. Price tendencies 
are downward. It is said that the 


prices being quoted by some of the 
larger crushers are more or less specu- 
lative as oil could not be replaced at 
Business is slack. 


quoted prices. 
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Spot quotations for Oct.-Nov. are 
$1.17 per gal. for carlots, $1.20 for more 
than 5 bbl., and $1.23 for 5 bbl. and 


less. Futures are $1.09 to $1.12, 
Boiled oil is 2 cents extra, double 


boiled oil is 3 cents extra, and oil in 
half barrels is 5 cents extra. 

Nails—The local nail market is 
very apathetic. Jobbers say that they 
expect some slight improvement both 
in the matter of shipments and de- 
mands this month. Local stocks are 
very poor, 

Current prices prevailing in this section 
vary considerably. For wire nails the prices 
range from $6.75 to $8 base per keg. For 
cut nails (which are almost off the loca! 
market entirely), prices range from 5 
to $9.75 base per keg. It should be furt 
noted that only small lots are obtainabl 
anywhere in this section. 

Wire brads and nails in 1-lb. packages 
are quoted by local jobbers 60 and 10 per 









cent. Quarter lb. papers take a discount 
of 60 and 10 per cent. Galvanized nails, 
25-lb. boxes, 4D, $10; 6D, $9.90; 8D, $9.80; 
10D, $9.75; 20D, $9.70. Galvanized roofing 
nails, 1x12, $11; plain roofing nails, 1x12, 
9.20 


Naval Stores.—The characteristic of 
the naval stores market is declining 
prices. Business is decidedly of a re- 
stricted character, and buying mostly 
in small lots. Turpentine, yard basis, 
is $1.39. Rosin, on a basis of 280 Ib. 
per bbl., B grade, $13 yard basis; D 
to G grade, $13.25, and best WW, 
$13.25. 

Nut Crackers.—There is a slow de- 
mand starting, some jobbers say, for 
nut crackers, which are being quoted 
as follows: 

Nut crack set, steel nut crack, 5 in., with 
spring, 6 picks, $3.60 per doz. sets. Cast 
iron, nickel plated nut crack, 65c. per doz. 
Iron crack, aluminum finish, with table 
clamp, $12 per doz. Cast iron, japanned, 
with 10-in. wooden base, $4.80 per doz. 

Rope.—The local rope market is very 
dull. Jobbers say that most of the 
factories are tied up with orders, but 
that the demand in and around New 
York is “next to nothing.” 

Jute rope, No. 1, 214%c. to 22%c.; No. 2, 
2014c. to 214ec.; jute twine wrappings, best 
grade, 32c. to 37c.; India hemp twine, 6-in.. 
26c. to 28c. Manila rope, best grade, 2sc. 
to 281%4c.; hardware grade, 25c. to 264c. 
bolt rope, 33c. to 33%c.; sisal rope, pure, 
%-in., 19c. to 22%4c.; lath yarn, first grade, 
200e. to 21c. 

Stove Pipe.—Interest continues nor- 
mally active for the line with prices 
steady. 

Stove pipe, 4-in., $3.75 per doz. 
doz. lengths; 


y i lengths 


5-in., $4.25 per 6-in., $5 per 
doz. lengths. : 
Elbows, 4-in., $2.75 lengths; 


per doz. 
11%,-in., $2.95; 5-in., $3.15. 

Shovels.—The demand for 
is held more or less by future 
There seems to be very little present 
demand at this time. 


shovels 
orders. 


° 


Square and round point shovels, No. - 
size, D and long handles, full polished 
plain back, $15 per doz. Black shovel. 
same as above, $14 per doz. “Oliver Ames 
brand, same description as above, $1%.4 
per doz.; ‘‘Maynard”’ pattern, No. 2 size, 


high carbon steel, ful 


solid socket shank, 
Prices on other sizes 


polished, $19 per doz. 
vary according to size. 
Snow Shovels.—The future demand 
for snow shovels is very good, jobbers 
Local stocks are said to be 


report. 
far from plentiful. 

Prevailing prices f.o.b. New York ar 
2 riveted steel snow shovels, 14 x 11'. '. 
blade, $9 per doz.; 2 riveted steel snow 
shovels, 15 x 11% in. blade, long square 
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Galvanized, 21 x 
back, straight 


handle, $11.25 per doz. 
16-in. blade reinforced 
handle, $17 per doz. 

Snow pushers, 24 x 13 x 1%-in., $32 
ioz.; snow pusher, 30 x 15% x 1'%-in., $35 
per doz. 

Side Walk Scrapers.—As is the case 
with both shovels and snow shovels 
side walk scrapers are more or less 
confined to futures. Jobbers say, 
however, that the number and quality 
of future orders they are receiving is 
very satisfactory. 

Prevailing prices f.o.b. New York are: 
Solid shank, 6% x 5% blade, 4 ft. handle, 
$6.25 per doz. Solid shank, extra quality, 
7 x 6 blade, 4 ft. handle, $7.50 per doz. 
xtra heavy socket, 7 x 6 blade, 4 ft. 
handle, $10.40 per doz. 

Screw Drivers.—There is a 


very 


Office of HARDWARE AGE, 
Chicago, Sept. 29 

LL Chicago is talking about lower 
-X\ prices. It is the supreme subject 
of conversation everywhere. And it is 
not all talk either, for prices in many 
lines have come down sharply. 

It started with Henry Ford’s resump- 
tion of pre-war prices on “flivvers.” 
Then the three large mail order houses 
in Chicago announced reductions of 10 
to 30 per cent on shoes, cotton goods, 
ready-to-wear, etc. 

That slash was early reflected in the 
produce market, fruits, vegetables and 
groceries taking material drops. 

But the wave has not hit the hardware 
world as yet. As the head of one of 
the large mail order houses states: 
“There have been reductions in prac- 
tically all lines with the notable excep- 
tion of hardware.” With the exception 
of a slight decline in linseed oil and a 
readjustment in automobile accessory 
quotations prices remain the same as 
they have been. 

When the downward movement will 
strike hardware lines is a matter of 
guesswork. Many are looking for it, 
but confess they do not know when it 
will come. There is some easing in the 
metal market situation, but nothing of 
a startling character. It is recognized 
that basic materials will have to take 
to the toboggan before hardware mer- 
chandise can be priced lower, and as yet 
that condition has not arisen. 

Some lines are even firmer than they 
have been. A careful survey of the 
cutlery situation shows that many lead- 
ing manufacturers are eight months 
behind in orders. These leaders say 
that prices cannot decline at this time. 
They point out that labor absorbs about 
80 per cent of the production cost in 
fine cutlery and state that until labor 
takes a lower scale prices cannot be 
lower. 

An inquiry by a Chicago jobber to 
ten firms on steel sheets brought the 
information that only one of them could 
ship any material and the price was 
just about double the ruling market 
quotation. 

It is contended by jobbers that hard- 
ware lines were about the last to take 
advances and that the higher costs have 
been at all times reasonable and _ be- 
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healthy demand for tools of all kinds, 
and also somewhat of a shortage in 
many items. Screw drivers are in 
good demand, and were affected during 
the past week by several price changes. 


Ratchet screw drivers (Yankee brand), 
2 in., $5.75 per doz.; 3 in., $11.10 per doz.; 
4 in., $7.50 per doz.; 5 in., $8.25 per doz.; 
6 in., $9.35 per doz.; 8 in., $10.50. 

Screw drivers, high grade steel tempered 
blade, polished ferrule, hardwood handle 
stained black, 2 in., $2.70 per doz.; 3 in., 
$3 per doz.; 4 in., $3.50 per doz.; 5 in., $4.40 
per doz.; 6 in., $5 per doz. 

Wire Products.—There continues to 
be a very strong demand in the local 
market for wire goods of all kinds. 
In some items there is still a very 
acute shortage. Better shipments are 


CHICAGO 


cause of this they will be the last to 
decline and that the reductions will be 
smaller than in other lines. 

It seems agreed that buying will be 
less brisk, but despite that fact there 
will not be a big immediate decline in 
prices. 

Automobile Accessories.—There has 
been considerable readjustment in au- 
tomobile accessory prices, some taking 
a slight upturn and others being down 
to a limited degree. Business is only 
fair in these lines. We quote from job- 
bers’ stocks f.o.b. Chicago: 





Twin cylinder foot pumps, $1.25 each 
Simplex jack, No. 36, $2.10 each; Stewart 
hand horn, $3.50 each; Howe spot- 
lights, $3.90 each; Weed chains, 30 x 


6 


3%, $5 per pair with 25 per cent off in lots 
of one dozen pair and 33 1/3 off in lots of 


more than one dozen pair; tid-O-Skid 
chains, $2 to $2.65 per pair; inner tubes, 
red, 30 x 3%, $2.50 each; gray tubes, 30 x 


3%, $2.25 each; Lyon bumpers, $10.25 each; 
tethlehem spark plugs, porcelain type, 58« 


to 36c.; Hercules Giant, 55c. to 6c. each; 
Hercules Junior, 27c. to 35c.; Hel-Fi stand- 
ard plugs, 42c. to 52c. each; Hel-Fi trac- 
tor special, 85c. to %7c. each; A. C. Titian 


Cico plugs, 48c. each 
each; Champion © 


plugs, 58c. each: A. C 
Champion X plugs, 


6§2e 


plugs, 62c. each; Champion Heavy Duty 
73c. each: Splitdorf plugs, 7§c. to 78c. each 
United plugs, junior, 4%c. each, 


Axes.—There has been no improve- 
ment in the supply of axes. They are 
still much sought after, with a market 
much larger than the supply. Prices 
are holding strong. 

We from 
Chicago: Single bitted 
axes 3 Ib. to 4 Ib., 
bitted black unhandled 


$23.50 base. 


f.o.b 

black 
double 

axes 


stocks, 
quality 
base 
quality 


jobbers’ 
first 
$17.50 
first 


quote 


Alarm Clocks.—One Chicago jobber 
secured a small shipment of alarm 
clocks and put them out on a stock 
sheet. The lot was gone in two days 
and back orders for several hundred 
were booked. Makers are not able to 
get brass cases in any quantity and the 
scarcity seems as marked as ever. 

Builders’ Hardware.—Business is al- 
most suspended in builders’ hardware. 
There is practically no construction 
work going on and factories are mak- 
ing some progress in catching up on 
long standing orders. With a reduction 
in lumber prices the trade is looking 
for an enlarged building program next 
year, with a lively demand for all sorts 
of. builders’ hardware. 


There is a good demand for 


Chains. 
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promised, but very little materialized 


during the past week. 





Barbed wire is being quoted at $7 per 
100 Ib. for both point 4 in. and 4 point 
6 in. Ribbon wire is $8.75 per 100 lb. Twist 
wire, 12 gage, is $7 per 100 Ib 

Annealed wire, plain, in stones, No. 16 
gage, is $9 per 100 Ib.; No 17 gage, 39.40 
per 100 lb.; No. 18 gage, $9.75 per 100 Ib.; 
No. 19 g: $10.25 No. 20 gage, $10.75 
10 £ . Galvanized wire, in 

ne N ge, $11.85 per 100 lb.: No 

zi 0; I 18 gage, $13.25; No. 19 
gage ‘ Ni 29 gage, $15.25 No 1 
gage $16 per 100 Ib . 

Dull galvanized 
from New York 
l mesh, extra he 
Brigh galv Zz 
(Pearl Wire), 12 
12 mesh, heavy 





chains, business being notably large for 


all styles. The recent advance of 10 
per cent is still in force. 
Cutlery.—One of the strongest lines 


in the hardware trade is cutlery. There 
seems to be no let up in the demand 

in fact, the placing of heavy orders for 
holiday trade has made an increase in 


the requisitions for these goods. The 
manufacturers are not making any 
progress in increasing the supply. 


Pocket cutlery of every type is very 
scarce, especially knives with bone or 
pearl handles. Kitchen cutlery is far 
below the normal supply. There is live- 
ly business in thermos bottles. Silver- 
ware is very active, with a marked un- 
dersupply of knives and forks. There 
seems to be every reason to think that 
prices will hold up in cutlery for some 


months to come and that Christmas 
stocks will be far short of the needed 
amount. 


Eaves Trough and Conductor Pipe. 
The active season for this material has 
passed. Orders are not very frequent 
nor very large. The supply remains 
short and prices are holding up. Some 
future price changes may occur, but 
jobbers are booking a little spring busi- 
ness at to-day’s quotations. 





We quote fron jobber tock fio 
Chicago 29-gage lap joint eaves troug 
-in., $9.50 per 100 ft 29-gage corrugated 
conductor pipe, 3-in., $9.50 per 106 ft »s 
gage, 3-in. corrugated conductor elbo 
$2.16 doz 

Flint and Garnet Paper.—A normal 


business is recorded in flint and garnet 


paper. Makers are keeping the market 
well supplied. Quotations are un 
changed. 

We quote from obber stocks f 
Chicago: Flint paper 320 per cent off |} 
garnet paper net list and emery paper | 
plus 5 per cent 

Files—No new prices are announced 
in files. The market seems well sup 


plied and the demand is not heavy. 


We quote from jobber stocks f.o. 
Chicago: Nicholson file 40-10-5 per cent 
discount New Americar -19 per cent 
discount Disston, 50 per 
Diamond, 40-10 per 


ent discount 
ent discount 


Galvanized Ware.—Although 
small gains have been made in produc- 
tion by manufacturers they have been 
small that they have not greatly 
eased the situation. It is no longer nec- 
essary and pails, 


Black 


some 


SO 


: 1 
ont 
tuns put 


to ration 
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the jobbers have no overstock. Prices 
are holding up and are very apt to stay 
stiff until there is a material reduction 
in the cost of sheets, a condition that 


has not as yet developed. Tubs are 
especially active now. 
Glass.—Due to a lessened demand 


there is not quite the shortage in the 

popular sizes of glass as that which ex- 

isted for several months. With a ces- 

sation of building activities it is thought 

the glass situation will become more 

normal and that spring may see good 

stocks everywhere. There has been no 

fluctuation in prices. 

We 

Chicago: Single strength A, all sizes, 77 

] strength 13, first three 
ll 


cent off; single 
brackets, 77 per cent off: all sizes. double 
strength A, 75 per cent off: putty in 100-Ib 
kits, $4.25: glaziers’ points, No. 1, No. 2 and 
No. 3, 1 doz. to pack Hoe. per package, 
Game Traps.—Much of the demand 
for traps for 1920 has already been 
felt, and while there will be some pick 
up business most firms have placed the 
bulk of their orders. There have been 
some cancellations, but still makers are 
considerably behind in filling orders. 
Prices remain firm, with some quarters 
looking for a slight advance. 


fo.b 


7 pei 


quote from jobbers’ stocks 






We quote from jobbers’ stocks, f.o.b 
Chicago: No. 0 Victor traps with chains 

71 per doz.; without chains, $1.34 per 
6loz.: No. 1 Vietor traps, witl hains, $2.01 
per doz.; without chains, $1.52 per doz. 
No. 1% Victor traps. with chains, $3.07 per 
doz.: without chains, $2.44 per doz.: 5 
Oneida Jump traps, with chains, 
doz.; without chains, $1.75 per doz.; No. 1, 
Oneida Jump traps, with chains, $2.75 per 
<doz.: without chains, $2.12 per doz.; No 
1% Oneida Jump traps, with chains. $4.12 
per doz.; without chains, $3.25 per doz ; Nu 
. Newhouse traps with chain $4.75 wer 
loz No. 1, $5.62 per doz No. 1%, $8.50 
vr doz 

Handles, Wood.—Some_ slight’ im- 


provement in the quantity of wood han- 
dies reaching the market is noticeable; 
but there is still an active demand for 


this material, with prices holding 
strong. 

We quet fron jobbers’ stocks, f.o.b 
(hicago: No 1 hickory axe handies, $4 pe: 
doz.; No. 2, 33 per doz second growth 
hickory axe handles. $6.30 per doz extra 
juality hickory axe handles, $5 per doz 
No. 1 hatchet and hammer handles, 5c. per 
doz: second growth hickory hatchet ard 
hammer handles, $1.60 per doz 

Horse Clipping Machines.—Prices 


are firm, and there is quite a good de- 
mand for clipping machines. 


We quote fron obbers'’. stocks, f.0.) 
Chicago: Stewart No horse clippine ma 
«hine, bal'-bearing inclosed type for horse 
mules and cows list $14; top plate $1 25 
bottom plates. $175: discount 25 per cent 
Chicaro No. 2 horse-clipping machine, list 
$18. discount 25 per cent Stewart No. % 
ball-bearing sheep-shearing machine list 
<22. discount 25 per cent 


Hose.—Very little business is being 
done in hose. The new prices have not 
heen announced, but may be at any time 

ow. There to be some reason 
for thinking that prices will be a little 
for 1921 deliveries, as cotton 
are Cown and the rubber sit- 
uation seems to be quite a little easier. 

Hets. Coal.—There is some pick up 

business in coal hods, but the bulk of 





seems 


lower 


fabrics 


the fall and winter orders have been 
placed. Prices are holding up well. 
We quote from jobbers’ stocks f.o.b 
Chicago: Janarnned onen hods, 17 In $5 50 
per doz.: 18 in $615 per doz japanned 
funnel hods, 17 in.. $7 per doz.: ralvan'zel 
open hods, 17 in, $850 per doz ; 18 in. #9.25 
per doz.: salvan'zed funnel hods 17 in 


doz 





$10.50 per doz.; 18 in., $11.35 per 
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Lanterns.—Quite heavy demand is 
seen in the lantern field, orders being 
not only frequent, but of a rather large 
nature. Dealers have been unable to 
get these staples and are still searching 
the market for good sized shipments. 
Prices stay strong. 


We quote from jobbers’ stocks, f.o.b. 
Chicago: Competition lanterns, No. 0 tu- 
bular, $6.90 per doz.; No, 2. tubular cold 
blast, $4.90 per doz. 

Nuts and Bolts.—Small sizes con- 


tinue to be generally sought after in 
nuts and bolts. Production may be a 
little better, but it has not as yet been 
able to make much headway in catching 
up with a runaway demand. While the 
outlook may be a little brighter it 
seems assured that there will be a 
marked shortage in this material for a 
long time to come. 

Nails.—An optimist is a man who is 
in the hardware business and smiles 
when the word nails mentioned. 
Despite efforts on the part of mills to 
relieve the situation there is a con- 
tinuance of the long standing critical 
situation in all kinds of nails. Some 
gains‘in production have been recorded, 
but they have not helped much. Prices 
are strong. 

We 
Chicago 
$4.45. 

Rope.—Last week’s new prices on 
rope remain in effect. This is not in 
reality a new price on rope, the quota- 
tion of the manufacturers being the 
same, but the jobber has added 4c. a 
pound to take care of the increased 
costs in freight. It is understood that 
jobbers all over the country have made 
new prices on rope to provide for the 
increased transportation charges, the 
advances varying in different sections, 


is 


f 0 b. 
base, 


stocks, 


per keg 


jobbers’ 
wire nails 


quote from 
Common 


but in the Chicago territory the in- 
crease is 4c. per pound. 

We quote from jobbers’ stocks. f 0.b. 
(hicago: No 1 manila rope, standard 
brands, full coils. 28%c. per Ib.; No 2 
27%c. per Ib.: No. 1 sisal rope, full coils 
19%c. per Ib.; No. 2, 17%c. per Ib.; oO 
15%4ec. per Ib. 

Paints and Oils.—Linseed oil has 


taken a slight tumble in the paint mar- 
ket. It is Cown to $1.35 for raw and 
$1.37 for boiled. Turpentine, denatured 
alcohol and white lead stay at the same 
figures as last week. 


We quote from jobbers’ stocks, fob 
Chicago: Linseed ofl, raw, $1.55 per gal 
St. Paut AND MINNEAPOLIS, 


Sept. 1920. 

C1 ALES in general have not picked up 
‘7 as rapidly as had been anticipated. 
The substantial reductions in automo- 
biles, much advertised, have apparently 
led the public to believe that there 
would be price recessions in all lines, 
and they are apparently waiting for 
declines to appear. Business conditions 
in thickly settled localities are depend- 
ent to a large extent on prosperity in 
the automobile industry. 

Factories are making more prompt 
shipments than formerly and shortage 
in many lines is less noticeable. 

The freight congestion is not as bad 


23, 
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boiled, $1.37 per gal.; turpentine, $1.70 
gal.; denatured aicohol in barrels, $1.25 
gal.; white lead in 100 Ib. kegs, 15%c. 
lb. 

Roofing Paper.—The height of the 
season has passed for roofing paper, but 
there is still some demand, but not 
nearly as heavy as it was. Some makers 


! 


are reporting a better supply. Prices 
are unaffected. 

We quote from jobbers’. stocks, f.o.o 
Chicago: Certainteed roofing, 1 ply, $2.13 


$2.64 sq.; 3 ply, $315 


per sq.; 2 ply, per 
per sq.; Major roofing, 1 ply, $183 per sy 
2 ply, $2.24 per sq.; 3 ply, $2.65 per sy 


Guard roofing, 1 ply $1.38 per sq.; 2 ply 
$1.74 per sq.; 3 ply, $2.10; tarred felt, $5.6 
per 100 Ib.; red and gray rosin paper, 
$11.45 per ton, 

Steel Sheets.—The situation proba- 
bly cannot be better described than by 
the incident of the Chicago jobber, who 
sought sheets from ten concerns and 
found that only one of them had any 
stock and offered it at premium prices 
almost double the regular market price. 
The scarcity seems just as marked as 
it has been at any time. 

Solder.—No one seems to be having 


any difficulty in getting solder and 
prices remain easy. 

We quote from jobbers’ stocks, f.o0.) 
Chicago: Warranted 50-50 — solder, ful 
cases 36c. per Ib., less than case lots, 3% 
per lb. 


Stove Boards.—While the bulk of this 
business is past there is not much im- 
provement in the supply, the marked 
scarcity of steel sheets making it im- 
possible to produce stove boards in any- 
thing like the usual quantity. There is 
no drop in prices. 

We quote from jobbers’ stocks, f.o.t 
Chicago: Wood lined crystal stove boards 
24 x 24, $13.65 per doz.; 26 x 26, $16.05 per 
doz.; 28 x 28, $18 85 per doz.; 30 x 30, $21.30 


per doz.; 33 x 33, $25.50 per doz.; 26 x 36 
$3050 per doz. 
Secrews.—The shortage existing in 


screws seems to be as pronounced as 
ever, with the market holding strong on 
prices. 

We quote from jobbers’ stocks, f.o.b 
Chicago: Flat head bright screws, 67%-29; 
round head blued, 65-20; fat head japanned, 


*5-20; round head brass, 5514-20; flat head 
brass, 57%-20. . 
Wire Cloth.—New prices have not 


been announced on wire cloth, although 
it is expected that they will be pub- 
lished soon. Until that time no future 
orcers are being booked, and as_ the 
present season is over there is prac- 
tically no movement in this class of 
goods. 


ATIES 


as it was some weeks ago, consequently 
goods are coming through more quickly. 

“Stores carrying a line of hunting 
equipment, such as guns, ammunition, 
etc., report a very good business. 

Paints are due for a decline on ac- 
count of decline in price of linseed oil. 
Decline of about 50 cents per gallon is 
estimated. 

Builders’ Hardware.—Building indus- 
try remains very dull. It is hoped this 
will improve during the winter and 
spring, as declines are reported in lum- 
ber and mill work, and because labor 
supply is now plentiful. 

Barbed Wire.—There is practically 
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no barbed wire in the hands of the job- 
bers. There has been no price change 
since last week’s report. 

We quote from local jobbers’ 
Painted cattle wire, 80-rod spools, 
per spool; galvanized cattle wire, 80-rod 
spools, $4.60 per spool; painted hog wire, 
s0-rod spools, $4.32 per spool; galvanized 
hog wire, 80-rod spools, $4.90 per spool. 

Wire Brads.—There is a slight im- 
provement in shipments of wire brads 
by the mills, consequently supplies are 
easier to obtain, although many sizes 
are practically off the market. No price 
changes have been reported. 


stocks: 
$4.05 


Bolts.—Shortage in this line remains 
as acute as ever with many sizes unob- 
tainable. Manufacturers report no 
prospects of improvement for several 
months to come. No price change since 
last report. 


Eaves Trough, Conductor Pipe and 
Elbows.—Despite shortage in this class 
of material and heavy demand for same 
there has been no price change. 


We quote from local jobbers’ stocks: 
Eaves trough, 28-ga., 5-in. lap joint single 
bead, $9.50 per 100 ft.; conductor pipe, 28- 
ga., 3-in., corrugated, $9 per 100 ft.; elbows, 
3-in., corrugated, $2.16 per doz. 


Files.—Sales are fair. Jobbers’ stocks 
are correspondingly better on files than 
any other items. No price changes 
have been reported. 

We quote from local jobbers’ 
Nicholson files at 45-5 per cent; 
files at 50-10 per cent; Arcade 
per cent from standard lists. 


Galvanized Ware.—Retail demand is 
not especially heavy, but there is a good 
demand by dealers to get their stocks 
into shape. There appears to be a 
serious shortage in practically all items, 
due of course to difficulty in -obtaining 
light galvanized sheets for manufac- 
turing purposes. No price changes re- 
ported. 


We quote from local jobbers’ stocks: 
Standard No. 1 galvanized tubs, $12 
doz.; standard No. 2 galvanized 
$13.59 per doz.; standard No 3 galvanized 
tubs, $15.75 per doz.; heavy No. 1 galvan 
ized tubs, $20.50 per doz.; heavy No. 2 
galvanized tubs, $22 per doz.: h avy No. 3 
galvanized tubs, $23.50 per doz.; standard 
10-qt. galvanized pails, $4.20 per doz.; 
standard 12-qt. galvanized pails, $4.60 per 
doz.; standard 14-qt. galvanized pails, $5.20 
per doz.; stock 16-qt. galvanized pails, 
$7.80 per doz.; stock 18-qt. galvanized pails, 
$9.15 per doz. 


stocks: 
Riverside 
files at 50 


Glass and Putty.—Sales are improv- 
ing as the fall season opens. Stocks 
are in somewhat better condition. No 
price changes reported. 

We quote from _ local 
Single strength ‘‘A”’ 
cent; double strength 
per cent. Commercial 
$5.15 per cwt. 


jobbers’ stocks 


grade glass, 76 per 
“A’’ grade glass, 78 
putty in bladders 


Hose.—Sales have dropped off, due 
to the advanced season. Prices for im- 
mediate needs remain firm. Prices for 
next spring are higher than present 
market. 

We quote from jobbers’ stocks, f.o.b 
3est grade moulded hose, %-in., at 17i4c. 

%-in., at 18c. per ft.; medium 

» moulded, %-in., 14c. per ft.; %-in., 

per ft.; Competition 3-ply hose, %-in., 
10c. per ft.; %-in., 12c. per ft. 

Nails.—Shortage of nails remains as 
acute as ever. Jobbers’ stocks are 
badly broken and practically all stand- 
ard popular sizes are impossible to ob- 
tain. The few kegs that are being sold 
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are portioned out with orders for other 
goods. 


_ We quote from local jobbers’ stocks: 
Standard wire nails, $4.85 keg base; coated 
nails, $5.50 to $7 per keg. 

Paper.—There seems to be a slight 
improvement in stocks of paper, so that 
it is now possible to obtain practically 
all grades. No recent price changes 
reported. 

We quote from 
Barret’s No. 2 tarred 
Barret’s threaded felt, $2.49 
per roll; Slater’s felt, $1.68 per roll; No. 
20 red rosin, 97c. per roll; No. 25 red rosin, 
$1.20 per roll; No. 30 red rosin, $1,45 per 
roll. 

Rope.—Sales are good. Stocks of 
jcbbers are in good shape. Prices have 
advanced one-quarter of a cent to take 
care of freight increases. We quote 
from local jobbers stocks: Columbian 
Manila rope, 29%c. per lb. base; Co- 
ulmbian sisal, 20%c. per Ib. base. 


f.o.b 
cwt. 


jobbers’ stocks 
felt, $5.05 per 
500-ft. rolls, 


Sandpaper.—There is an improvement 
in the shortage of sandpaper and it is 
now easier to replenish stocks. Mills 
are still very slow in making ship- 
ments. No price changes reported. 

We 


gest 


stocks 
second 


jobbers’ 
$7.20; 


quote from local 
grade, No. 1, per ream, 
grade, No. 1, per ream, $6.50 


Sash Cord.—Sales of cord 
dropped off considerably in line with 
the general slacking up of building ac- 
tivities. No price changes reported 

We quote 
Solid cotton 
Ib.; cheaper grad 

Sash Weights.—Demand has slowed 
up somewhat on account of building 
conditions and it is somewhat easier to 
obtain supply. No price changes re- 
ported. 

We quote 
$4.00 per cwt 

Screws.—Shortage of screws appears 
to be as acute as ever. However, deal- 
ers who keep only small stocks of com- 
paratively few sizes have no doubt been 
able to keep their stocks in fair shape. 
Indications are that this situation will 
improve somewhat, although on many 
sizes the manufacturers advise it will 
require from four to six months to ship. 
No price changes reported. 

We quote from local jobbers 
Flat-head bright screws, 70 per 
round-head bright screws, 65 per cent; 
head japanned screws, 69 per cent; 


head brass screws, 55 per cent; 
serews, 55 per cent 


have 


jobbers’ stock 
No. 8, $1.17 per 
cord, 88c. per Ib 


local 
ord 
sash 


from 
sash 


from ocal jobbers stocks: 


stock 

cent; 
flat 
flat- 

round-heac 


brass iron macnine 
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screws, 60 per cent; 
10 per cent. 
Solder.—Sales show signs of improve- 
ment, probably due to stocks being put 
in shape for demand which comes as 
soon as freezing weather sets in. It is 
difficult to understand the declining 
market prices of solder, which has been 
gradually dropping for some time. 
Steel Sheets.—There is still a short- 
age of although not as 
acute as it has been. There has been 
no further change since last report. 
We jobbers’ stocks 


Black and galvanized 
sheets, 


brass machine screws, 


steel sheets, 


quote from local 
sheets, $9.90 bass 
$11.40 base. 

Tin Plate.—Sales continue very good 
Shipments from factory very slow. 
Price shows no change. 

We quote 
Furnace 
roofing 
$18.50. 

Washers.—There is change in 
either price or sales in this line and 
mill shipments are on a par with many 
other items. 

We quote 
Wrought 
steel, 1 in., 


from local jobbers stocks 
coke, ICL, 20 x 28, $19 per box; 
tin, IC 0 x 28, 8-lb. coating, 


no 


stocks: 
wrought 


from 
steel, \% in 
per 

Wheelbarrows.— Manufacturers 
it practically impossible to procure 
sheet steel trays for barrows. There 
is a serious shortage of better grades 
of barrows. No price change reported 

We quot: 
Fully bolted 
tubular 


local jobbers 
$9 per ewt 


$9.40 cwt 


find 


stocks 
doz 
each; 


from local 
wheelbarrow 
wheelbarrows, 
garden, wheelbarrows, $81 per doz. 

Wire Cloth—Due to the fact that 
some of the jobbers have received wire 
cloth delayed in transit, stocks are in 
better condition than for some time 
past. No price changes reported. 

We quote from local jobbers’ stock 
Black, 12 x 12 mesh, $2.50 per 100 sq. ft.; 
galvanized, 12 x 12 mesh, $3 per 100 sq. ft. 

Wire.—Shortage of 
wire is extremely acute. 
tractors putting up concrete 
have difficulty in operating even though 
sizes unsuited for the work are substi 
tuted. This shortage is mostly felt in 
the larger cities where practically all 
large buildings are now being built up 
of concrete, the wire 
forms into place. Manufacturers re 
fuse to accept any No price 
change since that of last week’s report. 


We bbers’ stocks 
Bla $4.85 cwt 
galvanized annealed wire 55 ewt 


jobbers’ 
$56 per 


$9.15 


steel 


wood 


black annealed 
In fact, con 
structures 


being used to tie 
orders. 


quote fror lon je 


k annealed wire ) 


BOSTON 


Boston 
Office of AGE, 

URING the past week three things 
have _ stood conspicuously 
First, there has been another compara 
tive lull in price changes from the 
manufacturers’ standpoint. Second, 
where changes have been made by the 
producers there has been a reluctance 
on the part of the local jobbers to 
change their quotations. Third, retail 
dealers in sections outside greater Bos- 
ton, especially those in New Hamp 
shire, Vermont and Maine, say that 
business has fallen off some during the 

past week or ten days. 
The comparative lull in price changes 
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out 


from the manufacturers’ standpoint is 
generally taken by the jobbing houses 
to mean that the market for hardware 
practically has reached the peak. The 
heavy hardware jobbers are reluctant 
to put up prices further because they 
feel that they are about as high as the 
market can in safety stand, and shelf 
hardware houses are beginning to take 
the same attitude. The dropping off 
in the retail demand,’ as noted above, 
has made the trade more cautious in 
placing orders for new goods, although 
in justice to the local market in gen- 
eral, it should be stated that business 
continues on a very large scale, and !ast 
scales records 


vear’s cross are broker 
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each week. Some of the local retail 
dealers have funds tied up in banks 
that have been closed by the Massachu- 
setts authorities, but the jobbers are 
carrying them along. In sections out- 
side Boston there are some retail deal- 
ers who are making slow payments, but 
certain concerns always pay slow under 
any condition of business. Otherwise 
the retail credit situation is very satis- 
factory. 

Axes.—Local stocks of axes are as a 
rule below normal, but inasmuch as the 
demand also is unusually quiet no seri- 
ous delays are being experienced by the 
retailers in getting fresh stock. A 
great many of the retail dealers located 
in small towns throughout New Eng- 
land do not hesitate to say that they 
believe prices for axes are higher than 
the consumer wants to pay, and this 
fact apparently accounts for the slack 
demand in the local market. 

We quote from jobbers’ stocks: Singl 
bit axes, standard. $20 per dozen base; 
double bit axes, $24.50 per dozen base 

Automobile Accessories.—It was felt 
last week that jobbers would soon be- 
gin to reduce prices on automobile ac- 
cessories, as a direct result of Mr. 
Henry Ford’s recent announcement re- 
garding automobiles, etc. Sentiment 
seems to have undergone a change for 
the better since then, however, and 
common talk now is that the decline in 
accessory prices, if it does come, will 
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be backward and gradual. This change 
of heart among the jobbing trade ap- 
pears to be largely based upon the an- 
nouncement of an advance of about 50c. 
each, in the list price of hubs suitable 
for Ford cars. 

Batteries and Bulbs.—A big demand 
for batteries continues, and inasmuch 
as manufacturers are keeping local job- 
bers well supplied prompt shipments 
are being made to the retail trade. It 
is another story, however, as regards 
bulbs. The manufacturers are very 
slow in filling jobbers’ orders, and the 
wholesale trade is having difficulty in 
completing shipments to the retail dis- 
tributors. The American Everready 
Co. is putting on the market a limited 
number of cabinets for batteries, and 
lamps, capable of holding 94 batteries, 
with arrangements for designating old 
and fresh stock. These cabinets are 
sold by the jobbers at $8.50 f.o.b. New 
York. 

Batteries.—Leading makes standard tu- 
bular three-cell batteries, 50c. list; stand- 
ard two-cell, 35c. list; baby batteries 30c. 
Discounts: Less than unit packages, 4% per 
cent off list; unit packages, 40 per cent off 
list; 10 or more unit packages, 40 and 19 
per cent off list. 

Bulbs.—In less than unit lots, list; in 
unit lots, 25 per cent off list; 10 unit 
lots or more, 49 per cent off list. Retailers 
selling $500 worth of bulbs per annum can 
secure contracts at slightly more favorabl: 
discounts 

Bolts and Nuts.—The manufacturers 
of expansion bolts have advanced prices 
approximately 20 per cent, but a very 
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large majority of the jobbing trade 
here are adhering to former quota- 
tions. Bolts are coming in more freely 
from the mills, but not in good assort- 
ment, and the same is true of nuts. 
New mill prices on bolts have again 
gone into effect. 

We quote from jobbers’ stocks: Machine 
bolts with H. P. nuts, all sizes, list plu 
15 per cent; bolt ends with H, P. nuts, list 
net; machine bolts with C. & T. nuts, a! 
sizes, list plus 25 per cent; tap bolts, list 
plus 30 per cent; common carriage bolts, all 
sizes, list plus 25 per cent; stove bolts. 
larger lots, 50 per cent; smaller lots, 40 per 
cent; nuts, H. P. square blank and squar: 
tapped, hexagon blank and tapped, list plus 
5e.; C. P. C. & T. square blank and tapped 
tapped and hexagon blank and tapped, list 
plus 6c.; extras of 1c. to 5c. per lb. ars 
charged for less than keg lots. Semi- 
finished hexagon nuts, 9/16-in. and smaller, 
20 per cent; %-in, and larger, 20 per cent 
finished case hardened nuts, 20 per cent 

Chains.—The market on proof coil 
self colored chain, in cask lots, is mixed. 
For instance, some dealers are quoting 
4 in. stock on the old basis of $9 85, 
while others have advanced prices to 
$11.05. It is generally conceded here 
that prices will be more uniform within 
a week or so when chain stock bought 
from the manufacturers at a recent 
advance is received here. There has 
been an advance of 12', per cent in 
brass jack chains. 

We quote from jobbers’ stocks; Proof 
coil self-colored chain in cask lots, 3/16 
in., $15.85 to $16.95 per 100 Ib.; Ya in., $14.50 
to $15.75; 5/16 in., $12.20 to $1: 3.55; He in 
$10.50 to $11.65: 7/16 in.. $10.20 to $11.3 wy 
in., $9.85 to $1105; % in., $9.70 to $10.60" 
% in., $9.50 to $10.45; % in., $9.20 to $9.95 
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BARS—CROW— 
Steel Crowbars, 10 to 40 ib., 
BL @IVA¢ 
Pinch Bars, 10 to 40 Ib., 
BAG@IW~¢ 
BELTING—LEATHER— 
From No. 1 Oak Tanned Butts. 
Belting, Ex. Hvy., 18 oz.. 
Belting, Heavy, 16 oz SLEDG 
Belting, Medium, 14% oz.. 3 to § 
Belting, Light, 13 oz...... Over 5 1 
Second quality, Sides 
Second Quality, Shoulders. . 
Cut Leather Lacing, S , 


Domestic, 


Steel, 


Leather Lacing Sides, 
ft. Raw Hide, No. 
sides 17 sq. ft. and over. .47 
Under 17 sq. f 
Rubber— 


Railroad, 
Chace, 
Railroad, 


Railroad 


Wire Gauge Jobbers’ and R. S. 
Blacksmith y lron, 
Brace Drills for Wood.....40% 
EMERY—Turkish— 
Out of market at naan rene 


HAMMERS AND 
1Ss— 


OILERS— 

Copper Plated 
No. 1 +f Chace, Brass and Copper... 0 ' 
coppered.. 
Zinc Plated 
brass 


Steel, adj, 8 to 12 in. 
Steel, adj., 
Star H. S. Frame 


SCRE WS— 


Coach, Lag and Jack— 
Gimlet Point... 


Jack Screws— 


Coach, 
.50-10-5% Standard List 


Cut Thread Iron, 


Sa w Frames— 


steel hdle., 


Adj. Pistol-Grip, per doz.. 


Machine— 


W ASHE RS—Cast— 


Over Y%-inch, barrel lots, per 
100 /b. $10.90 


Iron and Steel 
Size bolt .. 5/146 #% VA 
Washers $14.30 13.10 11.99 
$21. 22 V4 
11.70 11.60 


WRENCHES— 

Agricultural 

Alligator or Crocodile 

Drop Forged 

Stillson pattern 60 

Genuine Walworth Stillson, 
47 


-10&5% 33% % 


Flat Head or Round poet 


&10% WETALS— 


Fillister or Oval a "Hees, 


Competition (Low Gr mee 10% 
Standard = 

Best Grades 

BLOCK S—Tackle— 

Common wooden .... 


Bolts— 
Carriage, Machine, &c.— 
Common Carriage (cut thread): 

% x6, and smaller...40&10% 
Common Carriage (rolled 
thread) : 
¥%x6, and smaller....+15% 
Larger or longer +15% 
Phila. Eagle, $3.00 list 60% 
jolt Ends, H. P. Nuts.....40% 
Machine (cut thread): 
¥% x 4, and smaller 
Larger or longer 
CHAIN—Proof Coil— 
American Coil; Straight Link: 
3/16, $18.00; %, $15.00; 5/16, 
1 ¥, $11.00; 7/16, 
Y%, $10.25; 5%, $9.75; 
50; WH, $9.25; 1 in., 


DRESSING—Belt— 

Liquid in gal. cams, gal.. .$3.00 

DRILL AND DRILL 
STOCKS— 

Twist, Bit Stock... -45% 

Twist, Taper and Straight 
Shank . : ree, 


Contractors’ 


ROPE— 
Eastern Retail Trade. Per 
Manila, % in diam. and larger: 
Highest Grade . 31KH¢ 
Second Grade ag 
Hardware Grade 
Sisal, % in. diam. and baie 
Highest Grade 
Second Grade ¢ 
Sisal, Hay, Hide and Bale Ropes, 
Medium and Coarse: 
First Quality, 234%¢; second 
quality . 20%¢ 
Sisal, Tarred, Medium Lath 
arns: 
First quality 
Second quality .. 
Cotton Rope: 
Best 5/16-in. and larger, 
49@50¢ 
Medium, 6/16-in. and larger, 
47 @ 48¢ 
5/16-in. and 
45 @46¢ 


Third Gr., 
larger 
Jute: 
No. 1 %-wm. and tip.....27Y%e¢ 
No. 2, %-in. and up... .17 %¢ 
SAWS AND FRAMES— 
ack— 
Saws, 6 to 14 im., inc.... 
Saws, Machine Blades, 
12 to 14 in ; 


Fillister or Oval Head .40&10% 
Rolled Thread Iron, F. H. or 

ES 

Fillister or Oval Head. .80% 
Rolled Thread Brass: 

H. or R. 50% 
Fillister or Oval Head...60% 
Set and Cap— 

Flat Head, Iron 
Set (Steel) net advance 
iron 
Sq. Hd. Cap 
Hex. Hd. Cap 
Fillister Head Cap 
Wood 
Flat Head, Iron 
Round Head, Iron 
Flat Head, Brass 
Round Head, Brass. .574%4&15% 
Flat Head, Bronze. peated 
Round Head, Bronz 
52 V4 &10&10% 
STOCKS, DIES AND 
agai 


Set. 
iond Taps, % 
% to bv 
7/16 to 1 
Hand Taps, smaller than % . 
4 


in 
7. 5, 


uv s 


Jo 
"Taper Taps, larger. .40% 


aay pig 
Ba 


Copper— 
Lake Ingot 
Electrolytic 
Casting 
Spelter and Sheet Zinc— 


Western spelter 9% to 16 
Sheet Zinc, No. 9 base, cast 
144%¢ to 15¢. 


Lead— 


American Pig. Per lb.8%¢@0%¢ 
Bar Per lb., 11@12¢ 


Solder 
% x Y% guaranteed. 
No 1 


Re fined 

Prices of solder indicated 
private brand vary according to 
composition. 


Babbitt Metal— 

Best grade, per tb.......... -90¢ 
Commercial grade, per fe. . O¢ 
Antimony— 

Asiatic, 


Aluminum— 
No. 1 Aluminum (guaranteed 0 
99 per cent pure), { ingots for 
remelting, per Tb 35 to 39¢ 
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1% ’in. and 1% in., $8.85 to $9.40. Extras 
for BB, BBB, twist and long link chain. 

Combs.—The leading manufacturers 
of curry combs have advanced prices 
7% per cent, and local jobbers have 
taken similar action. 

Drills—Two months or so ago the 
market was short of drills, especially 
high speed, and the manufacturers of 
same were reported as far behind on 
deliveries. To-day, however, jobbers 
have plenty of drills of all kinds in 
stock, and some of the leading manu- 
facturers have notified them that they 
are now in a position to fill any de- 
mands made upon them. The demand 
for drills out of local stock has fallen off 
noticeably during the past fortnight. 

We quote from jobbers’ stocks: Carbor. 
drills, sizes up to 1% in., straight shank, 
40 per cent discount; bit stock drills, 40 
per cent discount; blacksmiths’ drills, 4 
per cent discount; center drills, 40 per cent 
discount; drills and Countersinks combined 
list: ratchet drills, list; wood boring brac: 
drills, 45 per cent discount; high speed 
drills, price on application; all other kinds 
if per cent discount. 


Files.—The local hardware trade has 
been advised of an advance of almost 
20 per cent in vixen files, which are 
used for heavy work. Quite a few of 
these files are consumed by the foundry 
trade in New England. The demand for 
files in general has slowed up, and ship- 
ments are coming forward from the 
manufacturers more freely, conse- 
quently jobbers are beginning to accu- 
mulate stocks of certain sizes. 

We quote from jobbers’ stocks: Files 
Nicholson and Black Diamond, 40 and 
per cent discount; Great Western Arcade, 
American, Kearney & Foote, ete., 50 and 5 
per cent discount; Swiss, list plus 15 pet 
cent. tasps—Heller, 7 per cent discount 
Superior, 75 and 5 per cent discount. 

Galvanized Ware.—The demand for 
galvanized ware holds up strongly. Al- 
though mill shipments on sheets are 
reported as improving, the New Eng- 
land manufacturers on galvanized ware 
are still experiencing trouble in getting 
all the stock they want, consequently 
the finished product is not coming in to 
the wholesale market here as fast as 
jobbers would like to see it. 

We quote from jobbers’ stocks: 

Ash Cans.—Galvaniz d, 
17 x 26 in., $4.40 each; 15 x 26 
each. 

Coal Hods.—Japanned, with wood handle, 
15 in., $4.80 per doz.; 16 in., $5.15; 17 in 
$5.73; galvanized, with wood handles, 15 
in., $7.30 per doz.; 16 in.. $8.08; 17 in 
$8.71: 18 in., $9.50 

Pails.—Eight-quart, $4.64 per doz.; 1° 
qt., $5.25; 12-qt., $5.76; 14-qt., $6.48; heavier 
pails, 40 lb. to the dozen, $8.44; 50 Ib. to 
the dozen, $10.88. 

Tubs.—Galvanized, 
doz.; No. 300, $27.20 

Garbage Cans.—Galvanized No. 1 
per doz.: No. 2, $1.76; No. 4, $1.34 

Heaters.—The retail price of an- 
thracite coal in various sections of 
New England is advancing all the time. 
For instance, the price of stove and 
nut coal at Manchester, N. H., during 
the past week advanced from $16.50 to 
$18.50 a ton. In Providence, R. I., coal 
dealers are allowed to deliver but one 
ton of coal to each customer at a time, 
and in Boston three tons. The price of 
wood also is advancing and in some 
places dealers have all the business 
they can fill during the balance of 1920. 
Retail hardware dealers, in places 
where the coal and wood question is a 
serious one, are pushing oil heaters all 


with three stays 
in., $6.30 


No. 200, $24.38 per 


$9. 16 
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they can. Most of them are devoting 
whole windows to the display of heat- 
ers, and a lot of them are getting re- 
sults, as the condition of the local 
wholesale hardware market testifies. 


We quote from jobbers’ stocks: Nesco 


Perfect heaters, No. 15, japanned 


: ! trim- 
mings with steel reservoir, $5.18 net each; 


No. 016, nickeled trimmings with steel re 
ervoir, ‘ nickeled trimming 
with brass reservoir, $7.28 

Iron and Steel.—Mill shipments of 
iron and steel continue to increase, and 
the jobbers here for the first time in 
many months are beginning to get 
small sizes, which are sorely needed. 
In some instances jobbers have been 
able to accumulate small stocks of large 
rounds. They can, however, use much 
more band steel than is coming for- 
ward. Local jobbers’ quotations on iron 
and steel are reported as steady and 
unchanged. 


$6.37; No. 1600 


lron.—Refined except as 
lb. base; % and 9/16-in. round 
and 2%-in. round and square 
$6.40; 7/16-in. round and 
smaller, $8; over wide, $7.50 
refined, $7.50; same extras over base 
small sizes as refined. Wayne, $8.50. Band 
iron, $8.50; hoop, $9; Norway, $20 
except as 


and 
and larger, 
square and 


6 in seSt 


tor 


Steel.—Soft steel bars, below 
$6 per 100 lb.; base, 5-in. round and squar: 
and smaller, $6.50; flats, concrete 
bars, plain, $6; twisted, $6.50; angles, chan- 
nels and seams, $6 to $6.50; tire steel, $7 
to $7.50; open hearth spring steel, $11 
crucible spring steel, $16: bands, $ to 
$8.25; hoops, $9: cold rolled $10 to 
toe calk steel, $8 


Lanterns.—The list price on Dietz 
lanterns has been advanced from 10 to 
15 per cent 

Lead.—Although the American 
Smelting & Refining Co. has reduced 
its price for pig lead from 9c. to 8c. per 
lb. within the past ten days, due to im- 
portations of lead in quantity, no 
change in sheet lead prices are noted. 
It is intimated, however, in well in- 
formed circles that there will be a re- 
vision in prices within the near future. 

We quote fron obber tocks: Sheet 
ead, 16%c. per lb. base, 

Mill Supplies.—The trade here does 
not look for any noticeable change in 
prices for a long time, because of its 
difficulty in securing supplies. The de- 
mand is holding up remarkably well, 
according to the retail dealers, but it 
is less active than it was a month ago. 
Dealers look for a gradual decline in 
the consumptive demand between now 
and Jan. 1, to a point about half way 
between normal and the peak. In the 
early part of 1921, it is figured here 
that after inventories have’ been taken, 
and repairs, etc., have been made, there 
will be another spurt of buying in mill 
supplies. 

Nails.—The manufacturers of Leader 
horse shoe nails have advanced prices 
to the €rown base, but no change in 
jobbing quotations has been made. In- 
dependent mills are shipping nails to 
Portland, Me., and Manchester, N. H., 
hardware dealers, but almost none is 
being received here. Shipments by the 
United States Steel Corporation are 
still far below the requirements of the 
hardware trade in Boston, and some of 
the jobbers continue to supplies 
from the Pittsburgh district, via ex- 
press, which naturally brings the cost 
of goods to the consumer up to above 
regular quotations. 


$6.85; 


steel, 


S10.50 


get 


below, $6, 100 
square 
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We quote from jobbers’ stocks Wire 
per 7a 


nails, p keg, $4.75 base; coated wire 
nails, $5 per Standard 100-lb. keg base; cut 
nails, $8.25 per keg base; galvanized nails 
$12 per keg base 

Picks and Mattocks.—The spurt in 
buying of picks and mattocks noted 
sometime ago appears to have petered 
out some. The demand to-day is of a 
hand to mouth nature, and it is be- 
lieved that retail dealers in some sec- 
tions of New England intend to buy 
just as few as possible in anticipation 
of lower prices. 

We quote fror jobbe to 
tr if tors 
road pic 
cent dis 


(‘on 
rail 


per 
both 


PICKS, 2u per ce discount 


l t 
K and That OCK -? ima ’ 


yr the best grade n 


ount 


instances, 

Pliers.—There has been a noticeable 
increase in local supplies of pliers dur- 
ing the past fortnight. It is now even 
possible to secure high grade pliers, in 
a number of sizes, something that has 
been impossible for many months. 
Prives on the better grades of pliers 
apparently are as strong as ever. 

Kraeuter Goods.—Combination pliers, 5 
et pes ; 


doz.; 6 in., $14.45; 8 in., 
$21.30 Side « 


$12.20 
itting pliers, 
: n., $18.50; 6% in., 
': 8 in., $26.45. Button’'s 
$12.10 per doz.; 8 in., $15.30; 
Common flat nose and com- 
nose plier: in., $11.10 per 
$11.60; $12.20; 5% in., 
$14.05 pliers, 4% 
rT doz. Electrician pliers. 6 
per doz Dia $ » im., 
§22.60; 5% in., $24.30; 6 in $26 
Screws.—Most of the iron and Wood 
screws received last week were 
shipped by the jobbing trade as fast as 
orders could be made up. Since then 
comparatively little stock has come 
forward from the producers, and the 
market once more appears shy of prac- 
tically everything that is needed. 
Manufacturers still maintain that they 
are having trouble in getting wire, 
and that it will be many weeks before 
they are caught up with the business 
on their books 


Onal pileT 


re- 


jobber 
ght, 673 


from 


dis 
discount 
count; ro 
count: fl 
cent discount 
cent ad ount 
cent d count 
per cent discount. 
u¢ crews, it di 
and 25 


ind 


scount; set 


19 per cer per cent 
cap screyv square 
a) per , list 
and round 
ount; iron 
round head, 40 
) per cent dis- 
an brass, 30 

! | t: fillister per es 

Shields.—The jobbing trade here has 
been advised of an advance of about 20 
per cent in manufacturers’ prices on ex- 
pansion shields. A majority of the job- 
bers, however, continue to quote on the 
old expressing the belief that 
prices are about as high as the market 
ean stand. 


discount 


per 


per 


nt discount 


basis, 


We quote stoch 


expar 


ent 


lic 
ri ¢ 


if) ner cent discount 

Skates.—Little developed 
in the market for There still 
exists a shortage of most brands, and 
as a result the jobbing trade is unable 


news has 
skates. 
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to ship out stock as fast as some of the 
retail dealers desire. Prices are re 
ported as firm but unchanged. 


We quote from jobbers’ stocks: Allen & 
Rollins Co., skates, tubular, aluminum fin 
ish, hockey and racer, $9 per pair. 

Sleds.—Local receipts of sleds are 
spasmodic. For instance, a jobber will 
get a car in on a Monday, and will 
reconsign goods from the sidewalk. It 
may be a day, or it may be a week or 
ten days before he gets in another car. 
In the meantime orders for sleds con- 
tinue to accumulate in the jobbers’ 
hands. According to common talk here, 
all previous sales records on sleds will 
be broken this season, provided, of 
course, deliveries can be made. 

We quote from jobbers’ stocks: 
Fliers, No. 1, $2.84 each; No. RS 
3, $4.34; No. 4, $4.67; No 5, $6. Hae er, 
$4.50; Junior Racer, $3.67. ap discount 
from jobbers’ stocks is 40 per ce at on the 
Paris line, 

Stones.—Local quotations on Nova 
Scotia grindstones have been marked up 
7'% per cent, and on scythe stones about 
20 per cent. This advance is based upon 
a similar one made by the producers. 

Tin Pails—Orders have been placed 
by the jobbing trade during the past 
week for toy tin pails, shovels, and 
sprinkling cans at prices representing 
an advance of 5 per cent over last sea- 
son’s basis. Manufacturers are guar- 
anteeing price up to date of shipment, 
which is April. 


orgs or 
$3.3 No. 
34. 


rers of toys are 
busy making shipments of holiday 
goods. In this respect many of them 
are considerably ahead of last year’s 
record, hardware dealers and others 
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making unusually early requests this 
season for toys, presumably because 
they have misgivings regarding the 
transportation problem. And yet the 
manufacturers, especially those of iron 
and steel mechanical toys, have more 
unfilled business on their books than 
they did a year ago at this time. Last 
year many of the toy makers shipped 
goods, mostly by express, up to within 
a few days of Christmas, so anxious 
was the retail trade for goods. The 
manufacturers expect they will be 
obliged to do the same thing this year. 
German toys are finding their way into 
the country under the disguise of other 
European country marks, but not in 
sufficient quantities to be felt by the 
domestic toy making industry. 


We 


quote from jobbers’ stoc ee: Erectors, 
No. 1, $1.3 f 


34 each; No, 2, $2.45; No. 3, $3.67; 
No. 6, $7; No. 7, $10: amateur wireless 
sets, No. 4004, $5.25; No. 4005, $10.50; solder- 
ing outfits, $1 each; better outfits, $2; 
designer and toy maker, No. 8001, $1 each; 
No. 8002, $1.67. 

Motors—No. P52 (two terminal batteries), 
$1.05 each; No. P54 (reverse motor), $3.10; 
No. P58 (four terminal ed, $1.58; 
No. P60C (transformer), $5.2 


Traps.—Orders for mene are very 
satisfactory according to the jobbing 
trade. Local stocks are in fairly good 
shape, and reasonably good deliveries 
should be made to the retail trade. 
Prices are firm but unchanged. 

We quote 
with chains, 
1%, $3.05; No. 
4, $8.60. 

Jump 


from jobbers’ stocks: Victor, 
No. 0, $1.71; No. 1, $2.01; No. 
‘ 2, $4. 21: No. 3, $7.15; No. 


0, $2.37; 
2, $6.50; 


No. 0, $2.18; 
No. 2, $5.62; 


chain, No. 
$4.12; No. 


Traps, with 
$2.75; No. 1%, 


T raps, with chains, 
» $2.50; No. 1%. = 75; 
3, $7.50; No. 4, $8.75 
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Office 

Cleveland, 

few hardware trade continues in 
very satisfactory condition. Retail- 

ers report a normal volume of business, 
with sales well distributed. The buying 
of kettles, fruit cans and other goods 
used for canning has continued heavy, 
but is expected to drop off, as the can- 
ning season has now passed its peak. 

Sales of builders’ hardware are sur: 
prisingly good in view of the stop in 
building during the summer, but with 
an easing up in the labor situation and 
lower prices on some lines of building 
material, there are signs of an improve- 
ment in the building, field. 

Jobbers report a steady volume of 
buying by retailers both to fill in 
stocks and in seasonable spring goods. 
Some new price changes have been an- 
nounced, but most of these are read- 
justments. Manufacturers of window 
screens and screen doors and shovels 
have commenced to take orders for next 
spring delivery at prices that have been 
prevailing recently. This is in line with 
a tendency to avoid further price ad- 

vances. However, an exception is noted 

in stoves, on which some of the manu- 
facturers have made a 10 per cent ad- 
vance. 

Aluminum Ware.—The demand for 
aluminum ware has been unusually 


good this season and this demand has 
been particularly heavy during the past 
few weeks, owing to the purchase ot 
aluminum utensils for canning work. 
Some of the manufacturers of alumi- 
num kitchen ware have just made a 
price advance of 5 per cent. 

Automobile Tires and ‘Accessories.— 
The demand for tires and accessories 
has fallen off some during the past week 
or two, as it usually does at this season 
of the year. Tire prices are being gen- 
erally maintained at recent levels and 
no intimation has been given out that 
lower prices may be looked for in the 
near future. 

Axes.—There is a good demand for 
axes, but the supply is short. Some 
manufacturers have shipped all the 
goods ordered by jobbers, but others 
have so far made very few fall ship- 
ments. Some of the jobbers are not 
taking additional orders because of their 
uncertainty of being able to make de- 
liveries. 

Barb Wire.—Shipments of barb wire 
from mills show little if any improve- 
ment, and jobbers are shipping out 
stocks as fast as received. Prices are 
unchanged. 

We quote 
in 80-rod 
eed hog wire, 

Bolts and Nuts.—Some of the jobbers 


barb wire from jobbers’ stocks 
spools as follows: Cattle wire, 
$4.55; American special, 
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have advanced prices on carriage bolts 
from 15 per cent to 5 per cent off list. 
Other prices are unchanged. Shipments 
from manufacturers are better and job 
bers now have larger stocks than they 
have had for some time. 


Jobbers’ 
bolts, 


are as follows: Machine 
3 10 per cent off list; 
carriage blots, large and small, 5 per cent 
off list; stove bolts, 50 and 10; lag bolts, 
50; hot pressed nuts, square and hexagon 
tapped, list. 


Chain.—Following the advance in 
prices by manufacturers, jobbers have 
marked up prices on common chain 
about 10 per cent. 

Jobbers quote % in. common chain at 
10%c. per lb., delivered from stoc 

Cross Cut Saws.—There is a good 
demand at present for cross cut saws 
and shipments from manufacturers 
have been coming in in good shape, so 
that jobbers now have fair stocks. 

Fruit Cans.—The demand for tin 
fruit cans continues very heavy. Job- 
bers quote 1-qt. tin fruit cans at $7.25 
per gross. 

Guns and Ammunition.—Retailers 
report a good volume of business in 
guns and ammunition. Jobbers’ stocks 
of guns are very low on all makes. 

Hay Rakes.—Prices on wood rakes 
have been advanced 30 per cent. 


Jobbers quote common wood hay rakes 
at $4.50 per doz. 


Ice Cream Freezers.—A heavy vol- 
ume of sales has been made in ice cream 
freezers for delivery next spring, and 
jobbing houses report that a fair vol- 
ume of business is still coming in. 
Prices are unchanged. 


Jobbers quote: W ‘hite Mountain freezers 
as follows: 2-qt., $3.35; 3-qt., 95; 4-qt., 
$4.80; 6-qt., $6; 8- at., 90. 


Ice Skates.—Orders for ice skates 
placed some time ago are now being 
filled. Most retailers have purchased 
their winter stock and the demand at 
present is quiet. Prices are unchanged. 


Jobbers quote: Union Hardware Co.'s 
polished skates with screw clamps at $1.05, 
$1.30, $1.85 for the three popular grades. 


Lace Leather.—Prices on lace leather 
have declined 16c. per sq. ft. for sides 
and 10 per cent for cut lace leather. 
Jobbers quote regular grade of lace 
leather and sides at 90c. per sq. ft. 
and cut lace leather at list plus 5 per 
cent. 

Lawn Mowers.—Jobbers are still tak- 
ing orders for lawn mowers for delivery 
next spring, but some of the jobbing 
houses have already sold about all the 
mowers they expect to deliver. Sales 
have been very heavy. 

Lead Pipe.—Prices on lead pipe have 
been marked down 50c. per hundred 
pounds. The present quotation by job- 
bers is $12 per hundred pounds. 

Mop Heads.—Prices on cotton mop 
heads have declined 10 per cent. These 
are now quoted at $4.25 per doz. for 
cotton and $5 per doz. for linen mop 
heads. 

Nails and Wire.—Shipments of nails 
and wire by manufacturers have im- 
proved materially so that the acute 
shortage that existed for some time has 
disappeared. The demand continues 
heavy, as retailers are trying to re- 


prices 
large and small, 
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plenish their long depleted stocks. Job- 
bers have just issued a new list of ex- 
tras for coated nails. The extras are 
the same as on common nails except on 
12, 16 and 20 to 60 pennyweight nails, 
on which the extras are 35c., 30c. and 
20c., respectively. 


Jobbers quote prices as follows: Wire 
nails, $4 per keg; No. 9, annealed wire, 
$4 per 100 Ilb.; cement coated nails, $4 per 
100 Ib. 


Oil Cook Stoves.—Another advance 
has been made on oil cook stoves using 
Kerogas burners, this advance ranging 
from 40 to 50 cents. Jobbers report a 
very brisk demand for these stoves for 
next spring’s delivery. 


Jobbers quote standard lines of wick 


cook stoves as follows: 2-burner, $14.85; 
3-burner, $19.45; 4-burner, $24.45. 


Oil Heating Stoves.—The demand for 
oil heating stoves is not very active. 
Prices are unchanged. 


Jobbers quote standard types of heating 
stoves at $5 for japanned and $5.80 for 
stoves with nickel-plated trimmings. 


Poultry Netting and Wire Cloth.— 
Prices on poultry netting and wire 
cloth for next spring have not yet been 
announced. Some jobbers are waiting 
for new prices and others are taking 
orders subject to prices prevailing at 
time of shipment. 

Jobbers quote for early shipment: 
try netting, 40 per cent discount for gal- 
vanized after weaving; wire cloth, $2.50 
per 100 sq. ft. for black, and $3 for gal- 
vanized. 

Radiation and Boilers.—Manufactur- 
ers of radiation and boilers have 
marked up prices 5 per cent. 

Rope.—Owing to the increase in 
freight rates jobbers have advanced the 
stock price on rope 4c. per lb. The 
mill price is unchanged, but an advance 
in this is expected. 

We quote from local 
Best grades of manilla 


lb. base from mill, and 
stock, 


Sap Spouts and Syrup Cans.—Job- 


Poul- 


jobbers’ stocks: 
rope at 28%c. per 
2se. per Ib. from 
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bers are now taking orders for sap 
spouts arid syrup cans for spring deliv- 
ery. The spouts are about 10 per cent 
higher than a year ago, but syrup cans 
are approximately the same price as 
prevailed last year. 

Roller Skates —A good volume of 
business is still coming in for roller 
skates for January and February ship- 
ment. Prices are unchanged. 

Screen Doors and Windows.—Prices 
have been announced for the Conti- 
nental line of screen doors and windows 
for spring delivery. These prices are 
the same as ruled during the first half 
of this year. 

Shovels.—Shovel manufacturers have 
announced that they will accept busi- 
ness for spring delivery at the prices 
prevailing at present and jobbers have 
commenced taking orders at these 
prices, 

Jobbers quote shovels at $15 per doz. for 
the fourth grade, $16.56 for the third grade 
and $19.75 for the first grade. 

Step and Extension Ladders.—Job- 
bing houses have commenced taking or- 
ders for step and extension ladders for 
spring delivery at the recent 5 per cent 
advance. 


Jobbers quote 
in best grades at 


full rodded step ladders 


6le. per ft.; full rodded 
standard grades, 57c. per ft.; un-rodded 
competition ladders, 4542c. per ft 


Stoves.—Some of the leading stove 
manufacturers, including the American 
Stove Co. of Cleveland and the Eclipse 
Stove Co. of Mansfield, Ohio, have 
marked up prices 10 per cent on gas and 
coal stoves and ranges. Stove manufac- 
turers are well filled with orders, but 
jobbers and retailers report a light vol- 
ume of business. 

Wool Twine.—New prices are out for 
wool twine for spring shipment. Job- 
bers quote common wool twine at 24c. 
per lb. and finished wool twine at 30c. 
per lb. 
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Office of HARDWARE 

Pittsburgh, Oct. 3, 

| ECLINING prices of automobiles 
and the downward slant of values 

01. commedities, raw and manufac- 
tured, in general thus far has been 
without effect upon the hardware mar- 
ket in this district. The general report 
both by jobbers and retailers is that 
business remains good and it is 
served that such price changes as have 
occurred lately have been up instead of 
down. The independent manufacturers 
of wire products have quite generally 
adopted a new card of extras for size 
on wire and in the smaller gages, the 
new schedules add as much as $27 to 
$28 per ton to the mill price, while No. 
9 gage, which formerly sold at the base 
Price now carries an extra of 10c. per 
100 lb. This revision finds explanation 
in the fact that the old extras failed 
to cover costs and because of the in- 
creased cost of raw material incident 
to the higher freight charges makers 
faced losses in continuing to hold at the 
old card. Slight advances also have 


ob- 


taken place in a number of other prod- 
ucts because of the higher freight 
rates, but they are too small to be 
worthy of comment. Nothing is any 
cheaper than it has been and it still is 
quite the general expectation that hard- 
ware prices are not in for immediate 
recessions because the shortages which 
have existed for some little time have 
been only slightly relieved. 

The present situation differs from 
that of the early part of the year in 
that buying is of a much more orderly 
and healthy character, for it is 
nized that the possibility of materially 
higher prices than now prevail is slight 
and the incentive to overbuying that 
prospective shortages and prices pro- 
vide has disappeared. Although railroad 
transportation conditions admittedly 
are better than they were a short time 
ago, complaints of slow deliveries 
against orders with manufacturers have 
not entirely ceased. Makers of guns and 
rifles, badly wanted just now, have 
fallen down badly in the matter of ship- 
ments, some having not yet completed 


recog- 
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initial orders placed with them as long 
ago as last February and March and 
both jobbers and retailers are “sailing 
close to the wind” on hunting clothing 
as a result of the backwardness of de- 
liveries on orders. In both instances, 
the trouble has been one less of trans- 
portation conditions than of the effi 
ciency of labor. 

Although some improvement has de- 
veloped in the recent past here and 
there in the unit efficiency of labor, it 
must be said that generally labor is not 
delivering a good day’s work for a good 
day’s pay. Wages are still on such a 
high plane that in most industries 
workmen are able to earn as much as 
formerly in little more than half the 
time and unmindful of the possibility 
of tapering industrial activities and of 
less employment, they continue to seek 
success along the line of least resis- 
tance; in other words, they are doing 
as little as they can and “get away 
with it.” 

Apropos of the cut in automobile 
companies, led by Henry Ford, it might 
be said that the story has been current 
here lately that with the announcement 
of the reduction in the price of the car, 
it was announced that Ford parts had 
been marked up 20 per cent. Verifica- 
tion of this story is lacking, but is par- 
tially supported by the fact that acces- 
sories dealers here note no price reduc- 
tions. 

Aluminum Ware.—Shortage of do- 
mestic utensils of aluminum remains 
exceedingly acute, due it is said to the 
fact that manufacturers are unable to 
obtain sufficient supplies of sheets. It 
is reported that the automobile compa- 
nies have cancelled heavily against or- 
ders for aluminum castings, because 
their costs greatly counterbalance their 
advantages over malleable castings. 
Possibly this development may release 
some materia! for the ro ling mills, but 
it will be some time before it could be 
felt in the hardware trade. 

Bars.— Although Cleveland ware- 
house interests are reported to have cut 
prices to the basis of the Carnegie Steel 
Co., no action of this sort yet has taken 
place here. Prices of bars are un- 
changed and jobbers describe the mar- 
ket as firm, due to’the fact that de- 
mands upon them are even more fre- 
quent than they were recently, while 
there has been no materia! increase ir 
stocks, despite better shipments from 
the mills. One house actually has fallen 
behind its orders by a week or 10 days 
in the past month, which it says was 
the best in the matter of business this 
year. This is explained by the fact 
that some buyers who ordinarily buy 
direct from the mills expect lower mil] 
prices and are content to take on cur 
rent needs at a premium from jobbers’ 
and not become overstocked in 
the event of lower mill prices. 
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SLOCKS 


We quote from jobbers’ stoch 
5c. base, and iron har from 
with the differen 
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Hoops and Bands.—Though some 
makers have had a good many cancel- 
lations as a result of the slump in the 
automotive industry, jobbers report 


for 
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little if any increase in the deliveries 
against their orders and lacking suffi- 
cient stocks see no reason for changing 
prices. Those dependent upon _inde- 
pendent steel companies for supplies 
still are quoting 6.50c. to 6c. base. 

Hunting Clothing.—Shipments against 
initial orders still are largely unfilled 
and dealers’ stocks are woefully short 
of requirements. 

Garden Hose.—Tendency to hold back 
in placing orders for next season is 
marked on account of the break in rub- 
ber and fabric prices, which, it is be- 
lieved, will bring about a reduction in 
hose prices. 

Guns and Rifles —On account of la- 
bor conditions few makers have com- 
pleted their initial orders, placed early 
in the year, and dealers’ stocks rarely 
have been so inadequate as they are 
this year. 

Nuts, Bolts and Rivets.—Conditions 
as far as distributors are concerned are 
quite as bad as they have been re- 
cently. While some makers can take 
on business for early delivery, they ar 
demanding stiff premiums for such ser- 
vice. Plants are operating more heav- 
ily as a result of slightly better mill 
deliveries of raw material, but only a 
slight imprint thus far has been made 
against old obligations. Jobbers are 
turning down more orders in bolts and 
nuts than they are accepting. 

We quote from jobbers’ stocks: Rivets, 
%4-in. and larger, keg lots, $6 to $6.25 base ; 
small sizes, 25 to 30 per cent off list; car- 
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riage bolts, % x 6-in. and smaller, 20 to 2 
per cent off list; larger and longer, 7% to 
10 per cent off list; machine bolts, % x 4- 
in. and smaller, 25 to 30 per cent off list; 
larger and longer, 15 to 20 per cent off list; 
stove bolts, packages, 40 to 50 per cent off 
list: tire bolts, Bay State, 45 per cent off 
list; Eagle, 25 to 30 per cent off list; plow 
bolts, Nos. 1, 2 and 3 heads, 19 per cent 
off list; other style heads, list; track bolts, 
4.25¢e. base; lag screws, 35 to 40 per cent 
off list; nuts, hot-pressed, list plus $2 to $3 
cold) punched, list plus $4 to $5; semi- 
finished, %-in. and larger, 35 to 40 per 
cent off list; 9/16-in. and under, 45 to 50 
per cent off list. 


Screen Doors and Window Screens.— 
New price lists have appeared and show 
no change from the prices of last De- 


Paint Material Prices as Quoted in New York 


Animal, Fish and Vege- Olive 


table Olls— per gal 


Linseed. Raw, carload Neatsfoot, 


$i.124 
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lots, gal Palm, 
>-bbl 


Ont-of-town 


City lots, gul 
5 bbl 
gal.. 
Zolled, 2¢ per gal 


lots Soya 


and over, 1.184% 
advance on Kaw 
edible 


$1 75@1.80 


Barytes: 


winter, 
Prime, 


Laed, prime, 
in bbls per gal 
Cotton 


f.o.b. mill, Ib 


seed, crude 
10%4@11 


M12 


denatured, 


Prime 
Lagos, in 
spot per Ib 


Bean, bbl. Ib.....13% @13% A. C. 


Miscellaneous 
White, ton 
Off color, ton 


Chalk, precipitate, 
Heavy, per lb 
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cember. Poultry netting price lists 
probably will appear in about a week. 

Wire Products.—A new card of ex- 
tras on wire, increasing the cost for 
size for all gages of No. 9 and finer and 
for galvanizing in the gages of No. 16 
and finer has been adopted by most of 
the independent manufacturers. Extras 
for size run from 5c. per 100 Ib. to 
$1.40 per 100 lb. over the old card. Sup- 
plies of nails and other common wire 
products in jobbing and retail hands 
are extremely small, for while mills in 
this district are operating more heavily 
and making shipments with greater 
freedom, they are giving distributors in 
distant points most attention. New or- 
ders are hard to place in nails for early 
delivery. 

We quote from jobbers’ stocks: Wire 
nails, $4 to $6 base per keg; annealed wire, 
base sizes, $4 to $4.50 per’ 100 lb.; galva- 
nized wire, $4.70 to $4.95; galvanized 
barbed wire, $4.90 to $5.10; wire brads, 50 
to 66% per cent off list; woven wire fenc- 
ing, out of stock, 50 and 5 per cent off list. 


Boston Paint Market 


Office AGE, 
1920. 
je demand for mixed paints, al- 
though less active than it was a 
month or so ago, holds up remarkably 
well. Manufacturers and transporta- 
tion companies are doing very much 
better in the matter of shipments of 
mixed paints to this market, conse- 
quently the wholesale houses are bet- 
ter able to handle new orders. Because 
of the recent decline in linseed oil 
quotations there is considerable talk go- 
ing the rounds regarding a reduction 
in prices on mixed paints, but it is 
doubtful if any revision is made so long 
as business holds up as wel] as it is. 
Brushes.—The jobbing hardware deal- 
ers have made a slight reduction in 
prices on Ohio varnish and_ wall 
brushes, but the market for other brands 
apparently is as strong as ever. Manu- 
facturers in this section of the country 
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still maintain that the cost of labor, raw 
material, etc., does not permit of a re 
duction in their selling prices, but some 
of them admit they may have to revise 
their lists if the makers elsewhere re- 
sort to price cutting. 

Dry Colors.—The only change noted 
in the dry color market is an advance 
of 3c. per pound in prices on lamp 
black, to 23c. in bulk, and to 24c. in 
packages. Although prices for other 
colors are unchanged, they are excep- 
tionally strong and unquestionably 
would advance in the least provocation 
in view of the small available supplies. 

Prices, in less than barrel lots, from job- 
bers’ stocks, per Ib. are reported as strong, 
but unchanged, as follows (figures in 
cents) : 

Metallic brown.... 4 
Yellow ochre ....3% 
Venetian red .... 3 
Ultramarine blue..26 
P. green, pkgs....48 
Whiting 2%-3 

Glue.—The market for glue is devoid 
of special feature. The demand is quiet 
and local distributing houses are well 
stocked. Prices hold very steady, as 
follows: 


Gilders 

Di’y zinc eet 
Lamp black, bulk.23 
Lamp black, pkgs.27 
Umber 1¢ 
Sienna .18- 


Glue, ground, 22c. per lb.; plate, 30c. per 
Ib.; clear bonnet, 37c. per Ib. 

Lead.—The American Smelting & Re- 
fining Co. recently has dropped its price 
on pig lead from 9c. to 8c. per pound 
because its product is brought into di- 
rect competition with foreign supplies. 
If the imports of lead should continue 
to increase, as generally anticipated, it 
is only a question of a short time when 
this fact will be reflected in going quo- 
tations on lead handled by the paint and 
hardware trade. 


3ase quotations on lead, in 
50 and 100-lb. kegs, follow 
cents): 


12%, 25 and 


(figures in 


121% Ib. 25-50 1b. 100 1b 


White, oil 
White, dry 
Red, oil 
Red, dry 

Oils, Ete.—The decline in linseed oil 
and turpentine continues. The former 
is 4c. per gallon cheaper than it was a 
week ago, being quoted at $1.21 per 


October 7, 1920 


Black, Bone . 
Black, Drop @15 
Black, Ivory } @30 
| Meee eee 15 @45 
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5Y,@10 
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.e— Prussian 90M 
Blue, Soluble 
Blue, Ultramarine @45 
Brown, American, Burnt 3 @ 4 
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Burnt and Powdered... 64 @15 
Turkey, Umber 5 @ 6 
Brown, Raw Lump.. 5 @6 
jreen, Chrome 45 @s85 


95@ 1.00 
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nominal 

85@ .90 
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1.10@ 
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Rose Pink 28 @m4i0 

Tuscan Red .... 25 @30 
Para Pure 2.25@2.50 

Commercial 25 @50 
Vermilion, English .1.45@ 
Natural Red Oxide..... 44% @— 

Yellow, Chrome ........36 @38 

Ochre, French 4%@ 5% 

Domestic .............80 @4@ 
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gallon in barrel lots. As compared with 
the high price, $2.28,. established in 
July, 1919, the market to-day is $1.07 
per gallon lower. The turpentine mar- 
ket is 6c. per gallon cheaper than it was 
last week, and at the moment has every 
indication of going still lower. Linseed 
oil in 10-gal. lots is $1.31 per gallon; in 
5-gal. lots, $1.36; and in one-gal. lots, 
$1.41. Turpentine in barrel lots is $1.52 
per gallon; in 10-gal. lots, $1.62; in 
5-gal. lots, $1.67; and in one-gal. lots, 
$1.72. It appears that there was some 
confusion last week as regards dena- 
tured alcohol prices. It was reported 
that the market dropped from $1.11 to 
$1.07 per gallon, but in reality the only 
change was made in the formula, and 
the real market for it remains $1.11 
per gallon. 

oils, ete., pel 


jobbers’ prices on 


follow : 


Local 
gallon, 

Alcohols, ete. : 
Denatured o sek ns 
Wood Nominal 
Gasoline .87-.40 
Benzine .... .37-.40 


79 


Turpentine .. (2 


Oils : 
Castor 
Cylinder 
Lard 
Linseed 
Neatsfoot 

Shellac.—A continued lack of demand 
for and slightly larger importations of 
shellac gums has resulted in a general 
downward revision in quotations for 
same. So far, the new prices have 
failed to stimulate the consumptive 
buying power, and the market general 
ly is described as barely steady. 

We quote from jobbers’ stocks: Light 
orange shellac gums, in small quantities 
$1.60 per lb.; T. N., $1.25 per lb.; bleached 
white shellac, $1.40 per Ib. 

Sundries.—The market for putty has 
become very much mixed. Prices on 
the better kinds have been knocked off 
about 1c. per pound, while those on the 
cheaper kinds have advanced on an aver- 
age of 4c. per popnd, due to the con- 
dition of the raw materials market. It 
is generally believed here that the top 
of the market has been reached on 
oxalic acid, and that the next change to 
be made in prices will be downward, 
but nobody is willing to venture even a 
guess when the drop is coming. We 
quote from jobbers’ stocks: 

Putty 125-lb. drums, 914c 
lb.; commercial (in drums), 
paint removers, $3 oxalie acid, 
per Ib. 

Waxes.—The call for waxes is nor- 
mal and the market well supplied with 
all kinds. Most interested parties con- 
sider the condition of the market as 
barely steady. We quote from jobbers’ 
stocks: 


per 
6c. ; 


(best), in 
putty 
list ; 


paraflin 
(in 
pe 


Floor waxes, 45c. to 50c. per Ib 
Waxes (in cakes), l4c. Ib.; parawax 
lb, cakes), 15%4c.; best beeswax, 5 
cake 

Varnishes.—There is every indication 
that the manufacturers of shellac var- 
nishes will announce within the imme- 
diate future a reduction of 50c. to 75c. 
per gallon in prices on the better kinds. 
Such a drop would appear to be war- 
ranted by the steady decline in mate- 
rials that are used in the manufacture 
of shellac varnishes that has been go 
ing on for some time. Then, too, the 
consumptive demand for this class of 
merchandise has not been especially 
keen for a long time, the prices quoted 
on it having discouraged buying. 
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German interests have visited the 
local jobbers during the past week and 
offered for sale a reproduction of a 
well known safety razor, which in most 
respects is almost perfect. Instead of 
twelve blades, as goes with the Ameri- 
can razor, the German article has five, 
and a portrait of the American manu 
facturer is stamped on the blades. Job- 
bers were informed that it cost $1.25 
to manufacture and transport each re- 
produced razor, and that it is obtain- 
able at $1.35, which is considerably 
less than the jobber pays for the gen 
uine. The German interests evidently 
are laboring under the impression that 
the American company’s patents ex- 
pire next November. An official of 
that company states the patents do not 
expire until November, 1921. Needless 
to say, the jobbers turned down the 
German razor, for it is an out-and-out 
infringement. The chief reason for cit- 
ing the above facts is to show that 
German cutlery interests will go to any 
lengths to again with the 
American buyer. 

Local jobbers report the demand fo) 
all kinds of safety razors as slowly 
but steadily increasing all the time. 
The call for old-fashioned razors like 
wise is excellent, especially from coun 
try hardware dealers. 

Samples of the John Russell Cutlery 
Co., Turners Falls, Mass., Whittlers’ 
Club knife and kit have been received 
here. The demand for all kinds of 
pocket knives is holding up strongly. 
German pocket knives offered in 
the wholesale market at prices practi 
cally the same as those quoted on do 
mestic kinds, but are not having a very 
large sale. Sales of table knives, ac 
cording to the jobbers, are exceeding 
all previous records. As a matter of 
fact the demand for everything in the 
cutlery line is better than anticipated 
and jobbers naturally are not able to 
ship complete orders inasmuch as ship 
ments from the factories, while better 
than they were some time ago, are not 
up to schedule. Factory deliveries on 
knives, for instance, run from 
two to six months behindhand. 
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Shoe Knives, Uni 
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New Office Locations 
The Stanley Works, New 
Conn., hardware, makes the 
announcement in regard to 
location of the offices of a 
officers: President E. A. 
Vice-President ( F. 
are the 
House, recently vacated by 
now occupying the McKinnie 
House. The offices of Vice-President 
R. N. Peck and J. B. Wilbur, Jr., have 
heen moved from the Stanley Rule & 
Level plant to the Bishop House. 


Sritain, 
following 
the new 
number of 
Moore’ 
Bennett’ 
first floor, 


the 
and 
offices 
Bishop 
offices 


located on 


Cement flooring is laid in the 
new storehouse being erected by the 
Kingsbury Mfg. Co., Keene, N. H., iron 
and , will be a month 
or so before the new building is ready 


wa 


peng 


steel toys, but it 


for occupancy. It due to he com 
pleted last May. 

The S. A. Mfg. Co., 
noro, Vt., woodenware, 
been purchased by interests 

indet Massachusett 
firm of S. A. Smith Mfg 
Co., with a capital of $510,000. The 
officers of the new company are: Ar 
thur B. Clapp, president; C. EF 
vice-president and manager: 
Charles A. Boyden, treasurer, and A 
M. Hamilton, assistant treasurer, all 
of Brattleboro. The board of director 
consists of the above, with the excep 
tion of Mr. Hamilton, Frede: 
H. Payne, president, Greenfield Tap & 
Die Greenfield, Mass., and 
Charles N. Stoddard, also of Greenfield 
Frank L. Hunt, Brattleboro, will 
tinue as office manager. The capacity) 
of the plant will be doubled within the 
next year if present 


sratth 
ete., has 
who hav 
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toys, 
incorporated 
laws the new 
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general 
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Corp., 
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Points in Advertising 
(Continued from page 94) 
words that jump to mind. Word fit- 
ting takes time but how worth while 

it is! 

Example is more understandable 
than explanation, so consider this 
gem from Tennyson: 


“Stepping down zig-zag paths and 
juts of pointed rock.” 


How wonderfully those few words 
paint the perfect picture, you can 
fairly see the sharp, rough, rugged 
trail with its juts and jags of rock. 
Simple words but put together by a 
master hand. Or consider this: 


“The moon came on the long, shining 
levels of the lake.” 


Liquid with beauty and as descrip- 
tive of the soft, shining stretches of 
moonlight as if a Turner had painted 
it with deft brush. 

Tennysons are not writing retail 
store advertising, but none of us can 
afford to miss the might we can give 
our copy by choosing rather than 
simply taking our words. It’s a 
slower process to fit our words to our 
sentences but it is surer, and what’s 
the use of writing the copy at all if 
it isn’t going to compel interest? For 
besides being seen, an advertisement 
must be read to produce results. 


The Fall Business 
(Continued from page 98) 
lows that paints, oils, varnishes as 
well as all sorts of cleaning aids 
from the paint department will be 
in great demand. 


Your Chance With Builders’ Hardware 


The department of Builders’ 
Hardware finds a constant demand 
for locks, bolts, hinges, knobs, 
knockers, and all the different kinds 
of hardware that go into the making 
of a new or the repairing of an old 
house. Because of the great de- 
mand, a new kind of lining ma- 
terial to go into the walls of houses 
and all buildings has been placed 
in stock, and all new ideas and all 
supplies for which a demand has 
been or can be created are carefully 
considered and if feasible placed in 
stock. 

And so fall selling, advertising 
and buying goes on apace. Stocks, 
though constantly depleted and 
constantly replenished, are kept in 
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splendid order, ready for instant 
sales. Competition waxes strong 
among the salesmen and women for 
they all get a commission in addi- 
tion to their weekly wage. The 
manager of each division is keenly 
watching to see that every courtesy 
is extended to the prospective cus- 
tomer, that stocks are kept ship 
shape, and that the turn over of 
goods comes up to expectations and 
far exceeds them, for a percentage 
of the year’s increase of business 
is the reward of each department 
manager, and he is working furi- 
ously to send the sales over the 
top. 

And so with such hearty co- 
operation between the co-workers— 
directors, managers and salesmen— 
is not the prospect good for a boom 
in business? 


Portable Heaters 


(Continued from page 99) 
to know, it indicates that the elec- 
tric heater should be talked up as 
a rather elegant and effective man- 
ner of heating. 


As to Ventilators 


Every dealer knows the selling 
power of “Sanitary” applied to a 
line, and in the matter of cloth ven- 
tilators there is the actual solid 
foundation of truth and fact in sell- 
ing them as sanitary. 

Ventilators keep out rain, dust 
and prowling animals, while they 
let in fresh air without a draught. 

They are the winter phase of the 
screen, and almost any customer 
can be approached and sold along 
this line. ' 

Then, too, the ventilator is al- 
most a doctor’s prescription in 
times of sickness and all the time 
in the nursery or school room. Hos- 
pitals, institutions and libraries 
are all good possibilities. 

Every housewife realizes the 
value of the ventilator in her 
kitchen and pantry and wherever 
her curtains or any other prized 
fittings are in danger of rain or 
dust from the open window. 

Talk ventilators as a necessary 
household convenience, and do it 
now. 


‘Hot Shot for Stoves 
(Continued from page 102) 

Out of the season business can be 
stimulated by special prices. A dis- 
count of 10 per cent will move ranges 
even in hot weather, and some stores 
use the discount to start business 
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just before the season arrives. Heat- 
ing stoves can be sold in August by 
offering a 10 per cent discount where 
otherwise they could not be sold at 
all. 

Stoves are essentially a hardware 
item, and the hardware stores of a 
community should be the leaders in 
the sale of this staple. While it may 


not be advisable to follow the lead of 
the installment houses and sell stoves 
on long-term contracts, it is likely 
that the hardware man can overcome 
some of this opposition by putting a 
little more pep and punch into his 
selling efforts. 


Washington Letter 


(Continued from page 110) 
employee refrain from becoming or re- 
maining a member of any labor cor- 
poration, association or organization, 
and to the case of Coppage vs. Kansas. 
The language of the Supreme Court is 
quoted in part as follows: 


Works Both Ways 


“It was the right of the defendant 
(the employer) to prescribe the terms 
upon which the service of Coppage 
(the employee) would be accepted, and 
it was the right of Coppage to become 
or not, as he chose, an employee of the 
railroad company upon the terms 
offered té him. Mr. Cooley, in his 
treatise on Torts, page 278, well says: 
‘It is a part of every man’s civil rights 
that he be left at liberty to refuse busi- 
ness relations with any person whom- 
soever, whether the refusal rests upon 
reason, or is the result of whim, caprice, 
prejudice or malice. With his reasons 
neither the public nor third persons 
have any legal concern. It is also his 
right to have business relations with 
any one with whom he can make a con- 
tract, and, if he is wrongfully deprived 
of this right by others, he is entitled to 
redress.’ ” 

In conclusion Judge Siddons says: 
“It may be urged that to so hold is to 
render vain the rights which the plain- 
tiffs claim are given them under the 
provisions of the transportation act of 
1920. 

“But without stopping to inquire 
whether they are given rights under 
that act of the character claimed in the 
bill, it is enough to say that if the act 
undertakes to restrain the power of 
employers to discharge their employees 
for joining a labor union, the act would 
then appear to come within the denun- 
ciation of such legislation in the opin- 
ions of the Supreme Court to which 
attention has been called.” 

In other words, what is sauce for the 
goose is sauce for the gander. This ! 
still a free country where men may 
work or refuse to work for any reason 
or for no reason, and employers have 
exactly the same rights as their 
employees, 
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For Your Counter 


This display card on your counter 
or in your window marks your store 
as McKinney Headquarters. It tells 
your customers you carry the Mc- 
Kinney lines. A nation-wide ad- 
vertising Campaign is increasing 
hinge interest and McKinney 
Hinge Sales. 


McKINNEY MANUFACTURING CO., 


Pittsburgh 


Display this coloredcard! Letevery- 
one who enters your establishment 
know you sell standard’ products. 
Get real value from McKinney ad- 
vertising. Make it pay you! This 
attractive card will be forwarded 
upon request—in any quantity you 
desire. 


State-Lake Bldg., Chicago 


WESTERN OFFICE, 


Expo rt Re presentation 


Also manufacturers of 
McKinney garage and 
farm building door- 
hardware, furniture 
hardware and McKin 
ney One-Man Trucks. 


MCKINNEY 
Hinges and Butts 














Products Being; 


New Mincing Machine 
The Bolinders mincing machine is 
constructed along the standard lines, in 

















Bolinder Mincing Machine 


nine sizes, with models suitab/e for use 
in private households, hotels, res- 
taurants, butchers and hospitals. They 
are distributed by Eric Mellgren & Co., 
Ltd., 205 West 14th Street, New York. 

By changing the plates, which can be 
furnished with either round holes or 
square holes from 2 to 19 mm., a de- 
gree of fineness of the chopped food 
may be obtained. Unless otherwise or- 
dered, however, each mincer is fur- 
nished with a plate having 3 1/6-in. 
round holes. 

It is the claim of the manufacturer 
that all parts are constructed with the 
greatest precision and standardized so 
that parts of the same model are inter- 
changeable. By means of careful tin- 
ning both inside and outside are said 
to be protected against rust, and the 
absence of sharp angles or corners per- 
mits easy cleaning of the Bolinder 
mincing machine. 


Milk Bottle Holder 
The Beacon Milk Bottle Holder, an 


entirely new product is made by the 
Moers-Wright Co., 1400 Broadway, 
New York. Its function, as may read- 
ily be imagined, is to protect the milk 
bottle, from the time the milkman 
deposits it until it is picked up for 
consumption. 

It is made entirely of steel, neatly 
enameled in black finish. Two wood 
screws hold the holder in place, a foot 
or so above the door knob, being the 
suggested location on the door sill. 
With the bottle placed in the Beacon 
holder, cats are unable to lick the paste- 














Beacon Milk Bottie Holder 


board top or upset the milk. The 
overhanging ledge fits so snug on the 
top, that rain, snow, flies, insects and 
dirt are kept off. 

When the bottle is empty, the house- 
wife may place it in the hanger instead 
of on the porch floor, preventing pos- 
sible breaking through upsetting by 
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Placed on the Market by Hardware Manufacturers 


children or domestic animals. 

A white enameled display board is 
furnished to dealers handling the Bea- 
con Milk Bottle Holder. 





New Cutlery Set 


An improved domestic science set 
manufactured by the Harrington Cut- 

















Domestic Science Set 


lery Co., Southbridge, Mass., is shown 
herewith. This set is selected for spe- 
cial household use, as well as for use in 
domestic science courses at high 
schools. The manufacturer claims that 
each item in the set was designed by 
instructors of domestie science and that 
the set has already been adopted by 
many of the large schools in the East. 

The set consists of ten pieces as fol- 
lows: one 2-inch blade paring knife, one 
three-inch blade vegetable knife, one 
4%-inch blade French pattern utility 
knife, one 6-inch flexible spatula, one 
small two-pronged needle point fork 
for kitchen purposes, one six-inch blade 
knife for trimming roasts or preparing 
heavy vegetables, one large, wide-bladed 
spatula, one 9-inch blade slicing knife, 
one 8-inch blade knife for hot meats, 
one large two-pronged needle point 
fork. A six-inch blade meat cleaver 
and a knife sharpener are added on 
special request. 

All the blades are hardened and tem- 
pered and finely ground, and all of the 
tools have round rubberoid handles 
with heavy nickel-plated steel ferrules. 






. a 











October 7, 1920 HARDWARE AGE 129 











Two Heads— 


are better than one 
rez 

And when you have 
problems relating to 
matters coming within 


our experience—make 





use of our head. 





We'll lend it to you freely—and there’s a lot 
of valuable experience and specific knowledge 
stored up in it concerning equipment for garage 
doorways, house doorways, barn doorways, fire- 
wall doorways, ware- 
house doorways, church 
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partition doorways, cle- 


vator doorways. 
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The Door Hanger Institution 
































MOTOR 


ACCESSORIES 


Collapsible Kiddie Carrier 


The Standley collapsible kiddie car- 
rier, made by the Standley Skid Chain 
Co., Boone, Iowa, is designed and con- 
structed to give pleasure to the mother 
and baby while touring. 

As the illustration indicates the car 
rier is hung in the tonneau of the car 
and the infant has a _ non-bumping 
swing and cradle all in one, and is still 
within reach of those sitting in the rear 
seat. It might also be used with equal 
success in carrying light luggage, such 
as hats, foodstuffs, coats or sweaters. 

The carrier is constructed through 
out of steel and finished in black 
enamel. Four black web straps are 
provided to hold the carrier to the top 
bows. These straps are equipped with 
snaps, allowing quick and easy attach- 
ing without tools. The carrier is ad- 
justab’e to a car of any width and can 








Standley Luggage Carrier 


be placed at any desired elevation and 
locked into position. 

The carrier may be collapsed when 
not in actual use. 


New Style Rear Sight Mirror 


Hardware dealers looking for a rear 











sight mirror of entirely new design and 
operation will be interested in the Flbe 





Elbe Speedascope 


Speedascope, which, to quote the manu- 
facturer, “places the road behind from 
curb to curb before your eyes.” This 
new accessory is made by the Elbe Mo- 
ter Products Co., 414 West Pico St., 
Los Angeles, Cal. Distribution in the 
east is possible through James Martin, 
134 West 52 St., New York. 

As the illustration indicates the Elbe 
Speedascope is clamped to the center of 
the windshield, permitting the driver to 
view the entire road behind him from 
curb to curb, without moving his gaze 
from the front. This mirror is made in 
two sizes, 3 by 10 inches, and 2% by 8 
inches. The ball and socket joint is a 
lathe turned joint, not cast, and when 
once adjusted to the proper vision an- 
gle is said to remain “put,” in spite of 
vibration. All parts are made of brass, 
heavily nickel-plated, and will not rust. 
The glass used is said to be of the fin- 
est plate variety, with round edges and 
corners, securely mounted in a _ nickel- 
plated frame. 

When in place the mirror reflects 
through the rear end curtain light— 
that is, of course, with the top down— 
on the open model car. With the top 
rolled back the reflection would come 
direct. With closed-in cars the mirror 
is adjusted to bring the _ reflection 
through the window in the back. 


New Split Rim Tool 


A new aid for the tire shop, garage 
and motorist is found in the Little 
Giant Split Rim Tool, made by the 
Marquette Manufacturing Co., Endi- 
cott Bldg., St. Paul, Minn. 

As the picture would indicate, the 
tool is placed inside of the rim, and 
fastened in three places. By turning 
the crank or handle the rim is con- 
tracted and readily removed. To re- 
place the rim the crank action is 
reversed and the rim is snapped back 
into place, with little effort and less 
danger of springing the rim says the 
manufacturer. The tool is substan- 
tially built, and is calculated to be a 
real aid to the progressive tire dealer, 
garage man, or motorist. Circulars 

















Little Giant in Place 


describing the tool with more detail, 
and giving the data of interest to hard- 
ware dealers may be obtained from the 
company. 

The tool may be folded very com- 
pactly and stored in a tool box or 
drawer, or other small space. 
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Hercules Tractor Special 


Every Dealer 


has received repeated calls for a spark plug that will 
run a tractor. The average automobile plug was not 
built for tractor service, any more than the average 
passenger car was built for plowing. 























A Tractor Special 


spark plug must be designed and built for extremes of 
service which are never encountered in the average 
motor vehicle. The HERCULES Tractor Special was 
designed and built to withstand extremes of heat and 
vibration, to ignite freely inferior grades of fuel and 
to remain free from carbon or oil deposits. It is an 
oversize, heavy duty model carrying stone porcelain 
insulator, special alloy electrodes and firing points, 
““flexatite’” assembly (including slotted gland) and other 
features which place it in a class above any competitive 
offering. 





Ask your jobber for full details and particulars regarding 
the exceptional opportunity offered the dealer taking 


over distribution of the full HERCULES line of spark 
plugs. 





ECLIPSE MANUFACTURING COMPANY 
Indianapolis, U. S. A. 











Notes of the Retail Hardware Trade 


Pequot, MINN.—W. G. Whitney has 


WEATHERFORD, TEX.— The Brown- 
Milburn Hardware Co. has bought the 
stock of Lowe & Co. The business has 
been incorporated by Jordon R. Brown 
and others. The capital stock is $30,- 
000, and a wholesale and retail stock of 
automobile accessories, belting and 
packing, buggy whips, builders’ hard- 
ware, building paper, children’s vehicles, 
churns, cream separators, crockery and 
glass, cutlery, dairy supplies, dog col- 
lars, electrical household specialties, 
fishing tackle, furnaces, galvanized and 
tin sheets, gasoline engines, hammocks 
and tents, harness, heating stoves, heavy 
farm implements, heavy hardware, 
lubricating oils, mechanics’ tools, paints, 
oils, varnishes and glass, plumbing de- 
partment, poultry supplies, pumps, 
ranges and cook stoves, refrigerators, 
shelf hardware, silverware, sporting 
goods, toys, games, wagons, buggies and 
washing machines will be carried by 
the new concern. 

ToLepo, WASH.—The Toledo Hard- 
ware stock has been sold. 

GILLETT, Wis.—Edward Koop has 
purchased an interest in the hardware 
business of J. A. Helf, and the name 
has been changed to the Helf Hard- 
ware Co. 

MARLIN, TEX.—The Bush, Gardner 
& Bartlett Co. has succeeded Rush 
Bros. & Gardner, and increased its capi- 
tal stock from $75,000 to $100,000. 
Its business is wholesale and retail. 
The company has recently made exten- 
sive interior improvements in its build- 
ing, and catalogs are requested on 
the following: Automobile accessories, 
baseball goods, bathroom fixtures, 
bicycles, buggy whips, builders’ hard- 
ware, children’s vehicles, churns, cream 
separators, crockery and glass, cutlery, 
dairy supplies, dog collars, electrical 
household specialties, fishing tackle, 
furniture department, galvanized and 
tin sheets, gasoline engines, hammocks 
and tents, harness, heating stoves, 
heavy farm implements, heavy hard- 
ware, home barbers’ supplies, iron beds, 
kitchen cabinets, kitchen housefurnish- 
ings, linoleum, lubricating oils, me- 
chanics’ tools, paints, oils, varnishes 
and glass, poultry supplies, prepared 
roofing, pumps, ranges and cook stoves, 
refrigerators, sewing machines, shelf 
hardware, silverware, sporting goods, 
wagons, buggies and washing machines. 

Mapison, Wis—J. A. Gilles, for- 
merly with the firm of Wolff, Kubly & 
Hirsig, has purchased the interest of 
A. M. Smith of the firm of Smith & 
Wilhelm, 1723 Monroe Street. Wilhelm 
and Gilles is the new firm name. 

Rocers, ARK—The Benton Hard- 
ware Co., 120 South First Street, doing 
a wholesale and retail business, has in- 
creased its capital stock to $750,000. 

SPRINGDALE, ARK.—E. B. Summings 
has disposed of his interest in the Fa- 
mous Hardware Co. to the other mem- 
bers of the firm. 

FRESNO, CAL.—The Barrett-Hicks 
Co., established in business for the 
past 35 years, has suffered a fire loss. 
ZJans are now completed for the open- 
ing up of a new store at 1023-1031 
Broadway, adjoining its old quarters. 
‘he building is two stories, 75 ft. front, 
and when completed will be thoroughly 
gxsodern and up to date. 








PALATKA, FLA —The Tilghman Hard- 
ware Co., 111-113 Lemon Street, has 
been incorporated with a capital stock 
of $100,000, to deal in automobile acces- 
sories, buggy whips, builders’ hard- 
ware, building paper, churns, cutlery, 
dairy supplies, dog collars, electrical 
household specialties, fishing tackle, 
gasoline engines, harness, heating 
stoves, heavy farm implements, heavy 
hardware, home barbers’ supplies, lu- 
bricating oils, mechanics’ tools, paints, 
oils, varnishes and glass, prepared roof- 
ing, pumps, ranges and cook stoves, re- 
frigerators, shelf hardware, silverware 
and sporting goods. The incorporators 
are: J. Q. Tilghman, N. J. Tilghman 
and L. E. Tenney. 

CARTHAGE, IND.—Sharer & Moore 
have moved to new quarters, and re- 
quest catalogs on automobiles, plumb- 
ing material and builders’ hardware. 

ANTHONY, KAN.—The Lett Electric 
Light Co., has disposed of its stock to 
the Costa Hardware Co. 


LIBERAL, KAN.—The building of the 
Southwestern Hardware Co., doing 
both a wholesale and retail business, 
has been destroyed by fire. 


SMITHS GROVE, Ky.—Samuel J. and 
Paul D. Henderson, composing the firm 
of Henderson Bros., have succeeded to 
the business of J. D. Renick & Co. 


JACKSON, MicH.—Reid & Carlton, 
128-130 West Pearl Street, have 
merged their hardware and implement 
business into a stock company under 
the style of the Reid & Carlton Co., 
with a capital stock of $20,000. The 
new concern expects to increase the 
lines now handled. 


MUNSING, MicH. — The Munsing 
Hardware Co. has been formed by 
Frank Hausler, president; Michael F. 
Madigan, Jr., vice-president; John A. 
Madigan, secretary, and James Madi- 
gan, treasurer, and purchased the stock 
and store buildings of the Bissell & 
Stebbins Hardware Co. The new con- 
cern will carry a stock of the following: 
Automobile accessories, ba'seball goods, 
bathroom fixtures, belting and packing, 
bicycles, buggy whips, builders’ hard- 
ware, building paper, children’s ve- 
hicles, churns, cream separators, crock- 
ery and glass, cutlery, dairy supplies, 
dog collars, dynamite, electrical house- 
hold specialties, fishing tackle, harness, 
heating stoves, heavy farm implemerts, 
heavy hardware, home barbers’ sup- 
plies, iron beds, kitchen cabinets, kitch- 
en housefurnishings, lubricating oils, 
mechanics’ tools, oil cloth, paints, oils, 
varnishes and glass, plumbing depart- 
ment, poultry supplies, prepared roof- 
ing, pumps, ranges and cook stoves, re- 
frigerators, sewing machines, shelf 
hardware, silverware, sporting goods, 
toys games, wagons, buggies and wash- 
ing machines. 


PERRY, Micu.—Clare FE. Rann has 
purchased an interest in the hardware 
business of C. C. Austin. The business 
will be continued under the name of 


Austin & Rann. 


ALBANY, MINN.—The Schaefer 


Brandt Hardware Co. has sold its stock 


132 


to James Cremers. 


commenced business here. His stock 
will comprise the following, on which 
catalogs are requested: Automobile 
accessories, baseball goods, belting and 
nacking, builders’ hardware, building 
paper, churns, cream separators, cut- 
lery, dairy supplies, electrical house- 
hold specialties, fishing tackle, fur- 
naces, galvanized and tin sheets, ham- 
mocks and tents, heating stoves, heavy 
hardware, home barbers’ supylies, 
kitchen housefurnishings, linoleum, lu- 
bricating oils, mechanics’ tools, oil 
cloth, paints, oils, varnishes and glass, 
poultry supplies, prepared rootiing, 
pumps, ranges and cook stoves, refriz- 
erators, sewing machines, shelf hard- 
ware, sporting goods and washing ma- 
chines, 


WINONA, MINN.—O. W. Bosshard 
and A. A. Miller have purchased the 
interest of Kenneth B. Morrison and 
William Morrison in the Winona Hard- 
ware Co., 109-111 East Third Street. 
The concern conducts both a wholesale 
and retail business. 


PHILLIPSBURG, MONT.—The Taylor 
Furniture Store is going out of busi- 
ness. 

NortH TONAWANDA, N. Y.—The Ura- 
mer Hardware Co., Inc., has completed 
plans for increasing its business by the 
addition of several departments, and 
enlarging its store space. 


Oweco, N. Y.—W. E. Strong is now 
occupying his new quarters. 


Loup City, Nes.—J. H. Lee has 
bought the implement stock of D. T. 
Plants & Son. R. C. Plants, who will 
continue to operate the hardware busi- 
ness, requests catalogs on: Automobile 
accessories, baseball goods, bathroom 
fixtures, belting and packing, bicycles, 
buggy whips, builders’ hardware, chil- 
dren’s vehicles, churns, cream sepa- 
rators, crockery and glass, cutlery, 
dairy supplies, dog collars, electrical 
household specialties, fishing tackle, 
furnaces, furniture department, gal- 
vanized and tin sheets, gasoline en- 
gines, hammocks and tents, harness, 
heating stoves, heavy hardware, home 
barbers’ supplies, iron beds, kitchen 
cabinets, linoleum, lubricating oils, me- 
chanics’ tools, paints, oils, varnishes 
and glass, poultry supplies, ranges and 
cook stoves, refrigerators, sewing ma- 
chines, shelf hardware, silverware, 
sporting goods, tin shop, toys, games 
and washing machines. 


DUNCAN, OKLA—L. A. Browder’s 
Hardware Store has commenced busi- 
ness here, and requests catalogs on a 
general line of hardware, automobile 
accessories and housefurnishings. 


OREGON City, OrE.—C. W. Friedrich 
& Son, 501 Seventh Street, has in- 
stalled new shelving and glass front in 
his store. 


BARNEVELD, Wis.—E. G. Kendrick & 
Son have bought the stock of Louis 
Glover and consolidated it with the 
plumbing and heating business, which 
they have conducted for some time. 


EMBARRASS, Wis.—The Wm. Rindt 
Hardware Co., which is the new owner 
of the B. M. Falk hardware store, re- 
quests catalogs on a line of implements. 
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